Che feed 


S the sap recedes from 
A the top branches of the 
great elms, the maples 
and the birches — the 
blood in man quickens 
its tempo and gives us new pep 
for the fall and winter. We must 
use this new energy in our busi- 
nesses—to collect accounts from 
farmers who are now marketing 
their cash crops, to handle the 
sale of these crops, to sell more 
feed — dairy rations to supplant 
the disappearing pastures, 
mashes to assure maximum pro- 
duction when egg prices are high- 
est. If you’ve been waiting for fall 
—now is the time to go to work! 
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for Small Feed Millers 


and Local Mixers 


Sign and Mail Coupon! 


Get All the Good News! 


HAT has been pronounced the most revo- 
W lutionary plan for greatly increasing the 

business of Small Feed Millers and Local 

Mixers can now be told. But this great 
news cannot be teld in an announcement such as 
this--the story is too important, the facts are too 
many, the plan is too comprehensive to crowd all 
of this news into even a full page announcement. 
And, when we say that this plan is new and revolu- 
tionary, we mean just that! 


While this plan is especially designed for the man 
or concern now operating a small feed mill, or mix- 
ing feeds locally, or a wholesaler or retailer who 
would like to become a manufacturer, we have no 
objection to dealing with flour mills or those with 
an established feed business. The plan is designed 
to greatly expand small businesses such as these, so 
that the Small Miller and Local Mixer can compete 
with the most widely advertised feeds on the market, 
Indeed, the Small Miller and Local Mixer can now 


Charles A. Brown, 
1214 A Board of Trade Bldg., 
Kansas City, Mo. 


Without obligating me in any way, please send me full 
information regarding your plan for feed manufacturers 
as per your page announcement in The Feed Bag. 


Name 


Firm Name 


City or Town 


State 


There is so much to tell you that we must send it 
to you personally and individually, under first-class 
postage. The full and complete details about this 
revolutionary made-to-order plan for Small Feed 
Millers and Local Mixers have been worked out by 
Feed Manufacturers of long experience and Sales 
and Advertising experts who have carefully studied 
the needs of these times. All phases of Manufactur- 
ing, Seliing, Distributing and Advertising have been 
carefully studied, tested and proved—and now this 
revolutionary plan is ready for you. 


meet the most aggressive competition of the largest 
nationally advertised brands if he follows this new 
revolutionary plan. All the manufacturing advan- 
tages, all the distributing factors, all the methods 
of publicity heretofore available only to the largest 
manufacturers of commercial feeds, can now be con- 
centrated on a local or sectional business. It is al- 
most like locating a great feed manufacturing con- 
cern with all its resources in the way of specialized 
formulas and highly efficient sales and advertising 
methods right in your own establishment. 


There is so much to tell you in this plan that 
will open your eyes to new business possibilities 
that we invite you, if you are a Small Feed 
Miller or Local Mixer, to use the coupon below 
and mail it to us at once. Whatever informa- 
tion you give us will be held strictly con- 
fidential. Write or wire me for full informa- 
tion, Your inquiry will be kept strictly confi- 
dential. 
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a FEEDS ... better profits for both feeder and dealer . . . that’s 
what this emblem and its message mean to thousands of farmers, 
dairymen and poultrymen—and to the feed dealers who serve them. 
Why don’t YOU turn this emblem into profit for your feeders and your- 
self? Here are some of the ways in which the Larro organization helps 


you get increased business: 


Direct-by-Mall 


Advertising 


A Big Fall Campaign is Ready! 


An entirely new campaign for the 
fall months is all ready to be launched. 
You can get the benefit of this drive 
in your territory. Write the Larro office 


now for complete information and let 
us tell you exactly how this program can 
be put into profitable operation among 
your feeders. 


The Larrowe Milling Company, Detroit, Mich. 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment: It will pay readers to trade with 

The Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
bility and established business in- 
tegrity. When buying—feed, grain, allied Loree 
and machinery—don’t forget to boost The Feed Bag. 
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CONTINENTAL EXPORT CO. 
Minneapolis ... St. Louis... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Spokane... Portland... Seattle 


Continental 


Grain Co. 


Produce Exchange . . . New York 
Board of Trade. ..... Chicago 
CASH GRAIN 


Wheat..Oats..Rye..Barley..Corn.. Flax. .Soya 


GRAIN FUTURES 


Executed in all Contract Markets 


ARCTIC 
Pure Cod Liver Oil 


58c per gal., f.0.b. 
Milwaukee is the 
price. Shipment, 
your option to March 


1936. 


Arctic carries the 
same guarantee as 
other good oil. 


Book now—an advance is 
inevitable. 


LaBudde Feed & Grain Co. 


Milwaukee, Wis. 


Feed Merchants 


everywhere are adding to their 

profits by selling Dog Food. Make 

your store a place for dog owners 

to get quality food and service. 
SELL 


VITALITY DOG FOOD 


It is complete, balanced, mineral- 
ized and vitamized. Dogs like it 
—it makes friends and gets re- 
peat orders. It keeps dogs healthy 
and is very economical to use. Use 
coupon below for ful! information. 


Vitality Mills, Inc. 


2020 Board of Trade Bldg., Chicago, IIl. 


VITALITY MILLS, INC., 
2020 Board of Trade Blidg., 
Chicago, 

Without obligation please send me details of the profit op- 
portunity in selling VITALITY DOG FOOD, also samples, prices, 
literature and local advertising plan. 


Dealer. 


F.B. Address 


Make no mistake 


about 
this! 


NEW PROCESS 
SOYBEAN OIL MEAL 


BRAND 


100 LBS. NET 


MANUFACTURED BY 
THE GLIDDEN CoO. 
SOYA PRODUCTS DIVISION 
CHICAGO, ILLINOIS 
INGREDIENTS Contains the rich 


SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS vitamin content 
that is present in 
fully matured soy- 


FAT MAX. 1.0% 
CARBOHYDRATES MIN. 29.0% 
beans. 


FIBER MAX. 7.0% 
~ 


Actual protein analysis running 
from 46% to 48% 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 
1845 N. LARAMIE AVE. CHICAGO 
Sales Office: 2670 Elston Ave. 
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HOT BOXES 
COST MONEY 


MODERN METHODS OF 
LUBRICATION CUT 
LABOR and OIL COSTS 
and PREVENT FIRES and 
SHUT-DOWNS FROM 
HOT BEARINGS. 


Ask your “‘Mill Mutual’ Insurance 
Office for full particulars. 


Mutual Fire Prevention Bureau 


Department of 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 


NOW-—start pushing the sale of— 


a advertising now starting in Wallace’s Farm- 
er, Hoard’s Dairyman, Land O’Lakes News, Corn Belt 
Dailies, Sioux City Record, South St. Paul Reporter 

. reaching farmers, dairymen, breeders, livestock 
feeders, all users of stock feed acquainted withthe 
merits of Linseed Meal. 


MINNESOTA Linseed Meal is the most 
readily accepted brand... it is firmly es- 
tablished as ‘‘the BEST since 1870.’’ The 
fathers and grandfathers of many of your 
farmer customers used it. Every sack you 
sell makes another friend for you. 


Check your stock...order generously 
to meet the increasing demand created 
by our advertising. 


MINNESOTA LINSEED OIL CO. 
1100 So. 3rd Street Minneapolis, Minn. 


Buy Now 


For your fall and early 
winter needs, Mr. Dealer 


War Clouds in Europe— 


Congress adjourned— 
Good Feed Business 
ahead—and all feeds at 
low levels. 
| 
| 


Buy Now 


||) Arcady Farms Milling Co. 
CHICAGO, ILLINOIS 


DIAMOND Grinding PLATES 


have been perfected in our plant — made 
from Chrome Mono- Metal — the latest 
development in plate making. 

We guarantee these plates to last longer, 
grind faster and cooler, give better satisfac- 
tion all around than any similar plates now 
offered. 


A set of these plates will be shipped on thirty days 
trial— you to be the sole judge of their performance. 
If they fail to give satisfaction we agree to take 
back and pay shipping costs both ways. Get our 
new and lower Price List to-day. 


Attrition Mills 


Diamond 
Huller Co. 


WINONA, MINN. 


U.S.A. 
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DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


September, 1935 


Number Nine 


Do You Have Trouble With Chiselers? 
Here’s How to Handle Them 


No Need for Dealer to Play Santa Claus 


operator has his quota of custom- 

ers who delight in chiseling the 

dealer into the lowest possible 
price or who insist on some “free” 
service that takes all the profit out of 
the transaction. These persons are the 
chief annoyances of many merchants, 
and knowing that they can never be 
eliminated from the sales picture alto- 
gether, just how is the merchant going 
to evade their tactics and still get a 
portion of their trade? 

“The commonest form of this sort 
of practice that I see right along,” a 
shrewd feed dealer remarked recently, 
“is the man who insists on making me 
lower my .price before he will buy. 
Some will come to me and secure prices 
for the quantity of feed they intend to 
buy, and then ‘shop’ around among my 
competitors to get their prices. Often 
they will return to my store and tell me 
how much lower some other dealer 
offered to sell the same quantity. 

Handling Price Chiselers 

“If the quality is known to be the 
same, there can be no argument on that 
score but if it happens, as it usually 
does, that the prices quoted are from 
cut-rate stores, I reply that he most 
certainly can buy the same quantity at 
a lower price, but that isn’t saying any- 
thing about quality. 

“Of course, I usually add that it all 
depends on whether he is trying to oper- 
ate his dairy or poultry farm at a profit. 
I try to convince him that he realizes 
as well as I do that the cheapest things 
are often the most costly in the long 
run, and using the cheapest feeds isn’t 
going to help at all. And then I act a 
hit independent and say naturally it is 
all up to him, but second-rate feed is no 
better than second-grade foodstuffs. 
Dozens of times that last remark hits 
the spot and my point is gained.” 

Many chiselers will finally yield if 
talked to in a plain, reasonable way and 
it rests on the dealer’s shoulders to use 
tact if he would resist this practice. It 
is usually nothing short of business sui- 
cide to openly bargain with a buyer and 
reduce stated prices simply because 
someone mentions absurdly low ones 
quoted from some fly-by-night source. 

Free Service Chiseler 

A second chiseling custom is the fre- 
quently heard request for long deliv- 
eries of small orders with no extra 


Pi hash every feed store 


charge. While we waited in a feed 
store to talk to the owner a phone call 
came in for a 10-lb. sack of oyster shell 
and another for a small sack of calf 
feed to be delivered at least 10 miles 
in opposite directions from the store. 

The opinions of a dozen or more feed 
men were sought on this trying prob- 
lem, and the majority favored making 
a definite charge for this kind of de- 
livery when the total amount fell under 
what they felt to be a profitable sum. 
Several said they usually referred this 
kind of an order to another feed store 
in whatever neighborhood the call came 
from and that this plan has worked out 
rather well on a_ cooperative basis. 
However, this is not always possible, 
and it was deemed best to make a small 
charge for delivery. One plan discussed 
was that orders would be delivered free 
on $1.00 per mile basis. In other words 
if the customer lived ten miles from 
the store, he would have to order at 
least $10.00 worth at a time if he 
wanted free delivery service. Otherwise 
a small fee would be charged. 

Dealer No Santa Claus 

Still another familiar type of chiseler 
is the man who always demands some- 
thing free with everything he buys. 
Often times they are large buyers and 
they feel that, even after obtaining a 


J. M. SPANGLER, owner of the 
Spangler flour mill, Paxtonia, Penn., has 
taken over the J. H. Rambler mill, 
Grantville, Pa. 


CLARENCE FREITAG, Readlyn, 
Ia., has purchased the feed mill former- 
ly operated by John Dietz at Frederika, 
fa. 


GOLF AT 60 

The popular saying that “life begins 
at 40” applies with 20 years to spare 
to Joseph Lindner, owner of the Ar- 
lington Heights Roller Mills, Arlington 
Heights, Ill. This spry “young” feed 
man who is 60 years old, when not oc- 
cupied with the duties of his business, 
may be found on the golf course whack- 
ing out drives that would make experts 
at the game sit up and take notice. Mr. 
Lindner does 18 holes easily in the 
80’s and his chief delight is humbling 
the salesmen who call on him and brag 
about their golf. 
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possible price concession, they should 
be entitled to a little extra something 
thrown in for good measure. 

“T once decided to keep track of every 
penny I gave away by following that 
old-fashioned system,” a feed man ad- 
mitted. “I found that in six-months’ 
time I had given away at least $125 to 
obtain these orders. The next half year 
I cut it all out, and I was surprised to 
find that I lost only one account, and 
not an especially profitable one at that.” 

Very nearly the same condition exists 
in all trades, and once a store operator 
determines to do away with a substan- 
tial portion of such unprofitable conces- 
sions and services, the better off he will 
be at the end of each business month. 

“Perhaps the most trying of all chis- 
elers I meet,” reflected one dealer, “is 
the customer who attempts to sell me 
something. Most of us feed men grow 
accustomed to buying small amounts of 
farm produce and such items from our 
customers, but that is not my real com- 
plaint. 

Donation Advertising 

“This week alone I’ve had two re- 
quests from small buyers. who asked 
me to take advertising space in several 
little papers. One was for a church 
benefit and the other was in a fraternal 
publication. Both men are occasional 
buyers, and came in here almost certain 
of ‘nicking’ me for at least a $2.00 ad- 
vertisement. 

“When I was still new in the game 
I almost always bought space in all 
such mediums, but I discovered that I 
could hardly ever trace any results from 
these sources. For a time I rather 
curtly turned down all these men, and 
of course lost whatever business they 
formerly gave me. 

“Now I take time to show them just 
how carefully I have every advertising 
dollar planned for months ahead, and 
why I can’t take on any additional 
space. In most cases I retain the cus- 
tomer in spite of refusing his sugges- 
tions.” 

Feed buyers who are regular chiselers 
in one form or another can never be 
entirely eliminated, but the dealer, need 
not give in to their demands nor lose 
all their trade. Instead, by being tact- 
ful and firm when necessary, much of 
this unprofitable side of business can be 
done away with to the benefit of all 
concerned. 
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SHAMEL MILLING CO.. recently 
incorporated, has taken over the mill 
at East Concord, N. Y., formerly oper- 


ated by Joseph Doty. Members of the 
new firm are I. W. Smith, Louis Borin- 
sky and R. V. Lewis. 


FRANK BARNETT, manager of the 
Lewes feed store, Lewes, Del., is the 
proud father of a baby boy born re- 
cently. 


W. R. CASSELL, director, special 
markets division, Health Products Corp., 
Newark, N. J., recently returned from 
his vacation at Indian Lake, N. Y. 


FARMERS COOPERATIVE Ele- 
vator Co., Garvin, Minn., is rebuilding 
its plant which was recently damaged 
by fire. 


WHY IT PAYS TO BE A DR. SALSBURY DEALER 


Trucking to 


Be Regulated 


Under Federal Act 


OME relief from cempetition of 
S truckers who sell feed and grain 

direct to farmers is expected to 

result from the federal motor car- 
rier act which has been passed by con- 
gress and which is scheduled to go into 
effect, October 1, 1935. 

Although the new law is not expected 
to affect trucks hauling livestock, for 
instance, to a central market and then 
back to the farms within the same state, 
those transporting on this basis from 
one state to another will be regulated 
under the provisions of the act. The 


| Helped Thousands of 


Dealers Make MORE Money! 


& These men are the members of the sales 
and service staff of Dr. Salsbury’s Labora- 
tories. One of them has no doubt visited you 


Next ‘sessions of 
Dr. Salsbury’s Two 
Weeks School jon 
Poultry Diseases: 
Sept. 16; Sept. 30. 
Write for informa- 


tion. 


LABORATORIES 


recently; if not you will see him soon. When 
he calls on you he will not be calling just to 
sell you our products, but to help you do a 
bigger business. 


Your Dr. Salsbury sales and service man can 
help youin many ways. He isa poultry health 
specialist and will gladly pass on to you in- 
formation that will enable you to help your 
customers with their poultry health prob- 
lems. He also understands merchandising 
and will be glad to help you take advantage 
of our national and local sales and advertis- 
ing program. 


The next time your Dr. Salsbury man calls on 
you, give him the opportunity of helping you. 
You will find that it will pay you to co- 
operate with him in the same spirit in which 
he co-operates with you. 


CHARLES CITY, 
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truck operator who hauls livestock to 
Milwaukee, for example, and takes feed 
back to any point within Wisconsin 
would be exempted from the regula- 
tions. If the trips are made to Chicago 
or St. Paul and then back into Wis- 
consin, however, it is the opinion of 
experts interpreting the law that such 
hauling will be subject to federal super- 
vision. 

Motor vehicles for the purpose of the 
act are divided into three groups—com- 
mon carriers, contract carriers and pri- 
vate carriers. In addition, brokers who 
sell or negotiate for motor vehicle trans- 
portation are also regulated. Common 
carriers must have certificates; contract 
carriers, permits; and brokers, licenses. 

The new law places all trucks en- 
gaged in interstate commerce under the 
supervision of the interstate commerce 
commission in regard to rates, hours of 
labor and safety. 

In brief the act covers all freight and 

passenger vehicles propelled by mecha- 
nical power on highways in interstate 
business. The states retain full author- 
ity over all intra-state transportation. 
_ The commission’s power of regula- 
tion over common carrier trucks is sub- 
stantially the same as provided in the 
interstate commerce commission act as 
to railways. It has full control of the 
rate regulations, covering maximum 
and minimum rates, with privilege of 
suspending requirements to issue tariff 
on 30 days’ notice. 


It also has power over all motor 
carriers to supervise qualifications and 
maximum hours of service for em- 
ployees and safety of operation and 
standards of equipment. This includes 
all private as well as common and con- 
tract carriers. 

Common carriers are regulated the 
same as railroads under the interstate 
commerce act as to maximum and min- 
imum rates. Contract carriers must 
file schedules showing minimum 
charges and cannot reduce these sched- 
ules except upon 30 days’ notice filed 
with the commission. Private carriers 
are exempted from any regulation to 
which common and contract carriers 
are subjected with the exception of 
hours of service for employees and 
standards of safety. 


Trucks used exclusively in carrying 
livestock, fish or agricultural commod- 
ities or in the distribution of news- 
papers and also those controlled and 
operated by farm cooperative associa- 
tions are given the same exemption as 
private carriers. 

Control over issuance of securities, 
accounts, records and reports is vested 
in the commission and it may impose 
fines for violation of the act, unlawful 
operation, rebates, concessions, etc. All 
transportation charges are to be paid 
before delivery of property. 

In the administration of the act the 
commission will cooperate closely with 
all of the states through joint boards. 
The commission may, however, post- 
pone the effective date of any provision 
to a later date but not beyond April 
1, 1936, if such postponement is neces- 
sary in the public interest. 


if 
f | 
| — >>>> IOWA 


St. Louis Plans 

Doings 

For National Feed, 
Grain Men 


Big 


scene of another World’s fair as 

the St. Louis Merchants Exchange 

combines the celebration of its 
100th anniversary with the 39th annual 
convention of the Grain & Feed Dealers 
National association which will be held 
at the New Hotel Jefferson, September 
19, 20 and 21. 

Arrangements are completed for the 
welcoming and entertaining of a record 
crowd of grain and feed men who are 
expected to arrive from all sections of 
the country. In addition to a top notch 
program for the Grain & Feed Dealers 
National association, there will be nu- 
merous entertainment features present- 
ed by the St. Louis Merchants Ex- 
change to commemorate its centennial. 

Effects of New Deal 

The business sessions for the grain 
and feed men will be of unusual in- 
terest, with ab!e speakers discussing 
topics of current interest to the trade. 
C. D. Sturtevant, chairman of the grain 
committee on national affairs, will give 
the opening talk on the etfects of the 
new deal on the grain business. This 
will be followed by the annual address 
of F. A. Derby, Topeka, Kans., presi- 
dent of the association. Report of the 
secretary, presentation of booster prizes 
to those obtaining the largest nuinber of 
members during the past year, and the 
appointment of convention committees 
will conclude the opening session. 

W. Sanford Evans, Winnipeg, Man., 
will start business activities on the fol- 
lowing day with a discussion of the 
Canadian wheat situation. Others 
scheduled to speak at this session are 
Edward C. Parker, in charge of the 
grain division of the United States de- 
partment of agriculture, who will talk 
on objectives in federal grain super- 
vision and R. O. Cromwell, grain sta- 
tistician, Lamson Bros. & Co., Chicago. 
Mr. Parker is also expected to discuss 
the Tagg-Hoppenstall moisture meter 
and the new standards for oats which 
are of current interest to the trade. 
There will also be reports made by Lew 
Hill, Indianapolis, Ind., chairman of the 
uniform grades committee, and A. R. 
Hacker, Enid, Okla., chairman of the 
crop reports committee. 

Talks for Feed Men 

The closing day’s session will be of 
particular interest to feed men. Ray- 
mond T. Parkhurst, National Oil Pro- 
ducts Co., Harrison, N. J., will explain 
the value of supplementing livestock ra- 
tions with vitamins A and D, and G. 
W. Sulley, Dayton, Ohio, will present 
numerous suggestions which can be 
used profitably in the feed and grain 
trade. Politics and production in the 
south will be analyzed by Emory L. 
Cocke, Atlanta, Ga. The business ses- 
sion will be terminated with reports of 
convention committees, election of of- 


S: LOUIS will be virtually the 


ficers and the selection of the city in 
which next year’s annual meeting will 
be held. 
Plenty of Entertainment 

Since the serious aspect of the con- 
vention will occupy only the morning 
of each of the three days, there will be 
ample time to enjoy the large number 
of entertainment features which have 
been arranged for the afternoons and 
evenings. The ladies as well as the 
n:en have been well remembered in the 
plans. 

The gentlemen will have their choice 
of attending a baseball game between 
the St. Louis Cardinals and the Brook- 


FEED MEETINGS 


The board of directors of the Na- 
tional Federation of Feed Associations 
will hold a meeting at the Jefferson 
hotel, St. Louis, Mo., Thursday evening, 
September 19. All aifiliated associations 
have been invited to send a representa- 
tive to the meeting at which time the 
future course of the federation will be 
decided. 

On Wednesday evening, September 
18, the membership of the National 
Feed Distributors association will also 
meet at the Jefferson hotel in accord- 
ance with notice recently promulgated 
by Secretary John W. Jouno, Donahue- 
Stratton Co., Milwaukee. 

E. C. Dreyer, Dreyer Commission 
Co., St. Louis, is president of the Na- 
tional Federation and Max Cohn, Sun- 
set Feed & Grain Co., Buffalo, is presi- 
dent of the National Feed Distributors 
association. The latter organization is 
affiliated with the federation. 


lyn Dodgers or visiting the Anheuser- 
Busch Co. brewery on the first after- 
noon of the convention. ‘The ladies will 
have an opportunity to specify the kind 
of new gown they want at a luncheon 
and style show «t the Scruggs, Vander- 
voit & Barney Dry Goods Co. store. 
Living models attired in the latest ap- 
parel will parade before the assemblage, 
and following the style show those at- 
tending will compete for beautiful prizes 
at cards. 
Indoor Carnival 

In the evening the St. Louis Mer- 
chants Exchange will celebrate its 100th 
anniversary in great fashion at a car- 
nival to be held on the trading floor. 
A buffet supper will be served. Floor 
shows, side shows and a variety of other 
entertainment features will be provided 
and dancing will continue throughout 
the evening. 

Not to be outdone by the men when 
it comes to beer drinking the ladies are 
to be guests of the Anheuser-Busch Co. 
at the brewery on the second afternoon 
of the convention. An inspection tour 
of the plant is to be made and luncheon 
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will be served. Following their trip to 

the brewery the ladies are to be trans- 

ported by bus to Forest park to 

observe the Lindbergh trophies, art gal- 

leries and the animal show at the zoo. 
Golf Tournament 

With their wives out of cussing range, 
the men will spend the afternoon at a 
golf tournament at the Bellorive Coun- 
try club. Prize for the best golfer will 
be the Merchant’s Exchange centennial 
trophy, and numerous other valuable 
awards are to be given. 

The grand finale of the entertainment 
program will be the annual banquet 
which is to be held on the evening of 
the second day of the convention. Mr. 
Derby, president of the association, is 
gathering his best jokes for the job of 
toastmaster. The chief speaker of the 
evening will be Col. Isaac A. Hedges, 
St. Louis, who is nationally known for 
his oratorical ability. A former metro- 
politan tenor soloist will sing several 
numbers during the banquet and danc- 
ing is to be enjoyed until midnight. 

E. C. Dreyer, Dreyer Commission Co., 
St. Louis, is chairman of the general 
committee in charge of arrangements 
for the convention. Those assisting 
him are W. J. Edwards, vice chairman; 
j.. Mo. Adam, R.. Annan. if, 
O. Ballard, A. H. Beardsley, J. H. 
Caldwell, O. H. Kilz, and T. K. Martin. 


WISCONSIN 

Thorp Produce Co., Thorp, has 
changed its name to the Thorp flour 
and feed store and is now being oper- 
ated by Velcheck and Bogamil. 

William Zander, proprietor of the 
Farmers Feed Store, Merrill, is building 
a new residence which he expects to 
occupy by October 1. 

Jake Hunter, well-known feed dealer, 
Antigo, has completed the construction 
of an addition to his modern feed store 
and warehouse. 

Harry Leng, manager, Orfordville 
Coop. feed mill, Orfordville, has re- 
signed to become manager of the new 
Wisco feed store, owned by Charles 
Arthur, which has opened for business 
at Footville. 

Bushman Milling Co., Inc., has been 
formed by Vernon Bushman, Ben Maier 
and E. L. Fitzgerald to do a general 
milling business at Sturgeon Bay. 
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NOT QUITE SATISFIED 

A Swedish farmer appeared for his 
naturalization papers. 

“Are you satisfied with the general 
conditions of this country, Mr. Olsen? ” 
he was asked. 

“Yah, sure,” answered Olsen. 

“And does this government of ours 
suit you?” 

“Well, yah, mostly,” stammered the 
Swede, “only I jak, to see more rain.” 


“Tomorrow evening I’m going to the 
suburbs to see a model home.” 

“That’s great. See if she can get a 
friend for me.” 

* * 

Passenger: “Did anyone drop a roll 
of bills with a rubber band around it?” 

Chorus: “Yes, I did.” 

Passenger: “Well, I just picked up 
the rubber band.” 


Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

The Cornhay congregation strongly 
suspects that the two bats which in- 
variably flit around the ceiling during 
the services came from cld Zeke Nut- 
meg’s hat. 

Court adjourned in a wild melee last 
Friday in the trial of Sadie Blake vs. 
Horton Hadlick, when the jury asked 
for samples to determine whether the 
kiss she gave him was worth the thou- 


NEW USE 


S—N 


GREAT NEWS, PALS! |: 
“HTHEBOSS HAS | 

DECIDED TOUSE 
QUAKER FEEDS 


EW PROFITS 


Every time you line up a new customer 
for Quaker Feeds you establish a new 


Quaker 
FUL Q-PEP 


EGG MASH 


source of profit— profit to the user through 
the better results he gets from his live 
stock and poultry and regular profits for 
you through his steady purchases of 
Quaker Feeds. 

Quaker Feeds help you make these 
new sales. What they do for thousands of 
practical poultrymen, dairymen, hog 
raisers and farmers year after -year they 


will do equally as well for your 
customers. This continuous serv- 
ice record of Quaker Feeds is 
their best recommendation. Use 
it to line up new customers in 
your territory. 


~ 


H 
Dept. 15-1 


QUAKER OATS COMPANY 
141 West Jackson Blvd. . . 


CHICAGO, U.S. A. 


ISA 
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sand dollars for which she was suing. 

SOCIAL NOTE: Who’s keepin’ bees 
for the beekeeper’s daughter if the bees 
are keeping her? 

* 
REASON FOR SILENCE 

Stranger: “Who’s that close-mouthed 
fellow over there in the corner? He 
hasn’t spoken a word for the last 15 
minutes.” 

Village Loafer: “Him? That’s Pete 
Blackmore. He ain’t close-mouthed. 
He’s jess waitin’ for the storekeeper to 
bring back the spitoon.” 

* 
SHORT STORY 

“Will you marry me?” 

“T should say not.” 

And they lived happily ever after- 
wards, 

* * 
HIS PRIVILEGE 

Warden: “What made you beat up 
your cell-mate the way you did?” 

Convict: “Ah, dat guy gits wise with 
me. 

Warden: “What’s he done now?” 

Convict: “Tore da leaf off da calen- 
dar and it was me toin.” 

* Ok Ok 


TABLES TURNED 

Teacher: “George, why are you cry- 
ing?” 

George: “Harold kicked me in the 
stomach.” 

Teacher: “Harold, did you mean to 
kick George in the stomach?” 

Harold: “Naw, he turned around just 
when I kicked him.” 
* * * 

THE AMERICAN WAY 

Hostess: “I hope my husband wasn’t 
rude when he asked you not to play.” 

Foreign Pianist: “Oh, no. ’E ask me 
not to play ze certain tune.” 

Hostess: “What did he say?” 

Foreign Pianist: “’E say, ‘don’t play 
for ze love of Mike.’ ” 

x 
WELL, MAYBE SO 

Preacher: “If I lead a donkey up to 
a pail of water and a pail of beer, which 
will he drink?” 

Unconverted: “The water.” 

Preacher: “Right. Why?” 

Unconverted: “‘Because he is an ass.” 

*x* * * 
EXPERIENCE 

Doctor: “What you need is an elec- 
tric bath.” 

Patient: “Nothing doing. I had an 
uncle who drowned that way up at Sing 
Sing.” 

* * * 
STANDING DATE 

He: “This dance hall is certainly 
crowded.” 

She: “I’ll say so. Half an hour ago 
I fainted and had to dance around four 
times before I could fall.” 

x ok 
PAY GUARANTEED 

Young Bride: “Now, dear, what'll I 
get if I cook a dinner like that for you 
every day this year?” 

Hubby: “My life insurance.” 
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PROTEINS The problem of protein concentrates is one which demands 
FOR SALE increased attention from all in the feed industry (dealer, 
manufacturer and jobber) as well as from every feeder. 


Not so long ago there were only four protein concentrates commonly 
used in feeds—linseed meal, gluten meal, cottonseed meal and meat scraps. 
They were the “old stand-bys” and whether to use them or not was seldom 
if ever questioned. 


Today the list has been greatly increased with some of the additions as 
follows: soybean oil meal, copra meal, peanut meal, alfalfa meal, dry milk, 
fish meals, etc. The problem, too, has been further complicated through con- 
flicting claims for various types of the same meal (such as new process and 
pressure process soybean oil meal) and branded closed formula mixtures of 

several concentrates. 


The sales stories of all the protein concentrates are mighty attractive and 
all are backed up with evidence of practical feeding trials and agricultural 
experiment station tests. The chemical analysis of the various concentrates 
as well as their costs per pound of protein do vary, however, and it is these 
indexes as well as the nutritional data (sales stories) which the manufactur- 
ers, dealers and feeders must consider. 


It seems improbable that every protein concentrate should or could be in- 
cluded in any one ration. We must therefore keep ourselves currently in- 
formed and choose only the best for the feeds we manufacture, sell and use. 


And the manufacturers of these protein concentrates must help us keep i 
informed—through trade paper advertising, with direct mail literature, by 
personal effort and perhaps also with advertising to the consumer. We can 
no longer take protein concentrates for granted just as we do bran or midd- 


lings. They must be aggressively sold by their manufacturers and carefully 
selected by the purchasers. 


DAVID K. STEENBERGH. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Human Interest 


Farmers look forward to receiving a 
mimeographed house organ which a 
New Jersey feed dealer sends to them 
every month. One of the chief reasons 
for their interest is a brief “Who’s 
Who” of leading farmers in the terri- 
tory which appears on the front page 
and reads as follows: 


Name: John Holdbach. 


Nickname: They call me Jack. 
How did you get interested in farm- 
ing? Followed in my father’s footsteps. 
Why did you come to this part of 
the country? My wife likes it. 
_ Hobby: Trying to make a good liv- 
ing. 
a Ambition: To own the best 
herd of dairy cattle in the world. 
Favorite Actress: Mrs. Holdbach. 
Favorite Actor: Joe E. Brown. 


Mashes now. 


KEEP THEM LAYING 
with STERLING Egg-Mash 


Do your customers and yourself a good 
turn by pushing Northrup, King & Co.’s 
Sterling and Northland Brand Egg 
Mashes this fall and winter. 
community egg basket filled during the 
season when prices are up by emphasiz- 
ing the extra production that comes 
with scientific feeding. 
and Northland Poultry Feeds and Egg 


Northrup, Kio & Co. 


MINNEAPOLIS, MINNESOTA 


Keep your 


Stock Sterling 


Dependable Since 1884 
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Oldest Car 


Some of the oldest model automobiles 
are to be found on the farm and many 
of the owners have become as attached 
to the “old buggy” as they do to a pet 
dog or horse. An Illinois dealer decided 
he would have some fun and announced 
that he would offer prizes to the per- 
sons still operating the oldest automo- 
biles in his territory. The local news- 
paper editor sensed a good story in the 
idea and played it up on the front page. 
On the day the winner was to be de- 
cided the “old timers” gathered at the 
feed store and paraded through the 
town in their “faithful chariots’. On 
that day the dealer sold more feeds than 
on any previous occasion. 


Hog Proof 


Hogs are attracting the attention of 
the farmer more and more as pork 
prices mount. A dealer in New York 
has wisely capitalized on the situation 
by building a small pig pen in front of 
the store. He supplies one of the hogs 
kept in it with his own brand of feed 
while the other is fed on ordinary ration 
used by many of the less discriminating 
farmers in the territory. The difference 
in the size and weight in the animals 
is striking, and whenever a customer 
tries to wiggle his way out of a sale he 
is taken to the pen for proof of the 
dealer’s claim about his products. Nine 
times out of ten the farmer goes home 
with a load of the feed. 


Hens at Work 


A group of laying hens housed in a 
battery with the egg shelf facing the 
window so that passers-by can see the 
eggs as the hens lay them, is displayed 
by a Pennsylvania dealer. The idea 
sells feeds because it clearly shows the 
egg production possible as a result of 
using the dealer’s brand of mash. “See- 
ing is believing,” the feed store owner 
declared in explaining the plan, “and 
many feeders can easily be converted 
when they actually see the results be- 
fore their own eyes.” A large placard 
next to the battery of hens announces 
the average egg production for each 
day and the total for each month. 


Personalized 


The pulling power of printed litera- 
ture which an Ohio feed dealer sends 
out to his trade is greatly increased by 
personal notes which he writes across 
the face of the pieces or on the margin. 
“Come in soon and let us tell you all 
about this,’ “Here’s something that’s ° 
bound to increase your profits,’ and 
other similar notations help to bring 
the farmers to the store and add a 
personal touch to the advertising. 


Acknowledges Order 


Whenever a new customer purchases 
an order of feed from an eastern dealer, 
he receives in the mails, a few days 
later, a letter thanking him for his pat- 
ronage. The deater also offers to as- 
sist him in every way possible to help 
make his feeding program profitable, in- 
cluding free service in culling his poul- 
try flocks, keeping milk and egg records, 
etc. Customers who buy at the store 
once usually come back again as the 
result of the letter. They like to feel 
that their patronage is appreciated. 
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Hail the Farm Milk Route Man! 


Get Him to Plug for You 


He’s Worth Having as a Friend 


person who is most conversant 

with the farmers’ problems is the 

man who drives daily over a 
regular route and collects milk for de- 
livery to a central creamery or con- 
densery. 

He is perhaps the first to know that 
Jim Brown’s daughter has come down 
with the measles; that Joe Gordon 
slipped and sprained his ankle, or that 
the handsome neighbor boy has eloped 
with Charlie Kester’s youngest daugh- 
ter. 

He may even react to the homely 
philosophy of the farm folks to the ex- 
tent that he will throw a raincoat and 
rubber boots into the truck if Grandpa 
Conway tells him that his rheumatism 
is worse and “it’s sure as blazes goin’ 
to rain.” 

Knows Feeding Situation 

And last but not least, the milk route 
man knows that Farmer Green lost a 
prize bull calf; that his chickens have 
come down with coccidiosis or that his 
herd is falling off in milk production. 

That’s the kind of a man with whom 
every feed dealer should establish a 
close friendship, for he is in reality the 
envoy of the farm trade and can be de- 
veloped into a source of invaluable aid 
to increased sales. 

Those littlke morning chats between 
the route man and the farmer at the 
milk stand, with proper diplomacy on 
the part of the feed store owner, can 
be turned into advertising returns be- 
yond the pen of the greatest merchan- 
dising experts. 

Picture the effect of a casual remark 
like, “Why don’t you try some of Deal- 
er Scranton’s dairy ration?” from the 
milk route man when the farmer tells 
him he is at a loss to know the reason 
for his herd’s slump in milk production. 

Or fathom the stock that a poultry- 
man will take in the milk man’s advice 
to consult the feed store owner about 
the best methods of overcoming coc- 
cidiosis which is ravaging his baby 


chicks. 
Build Up Friendship 

Such recommendations would be 
hardly forthcoming if the dealer has 
not made a sincere effort to make the 
milk route man his friend and to do 
little favors for him that will further 
cement the relationship. The contact 
with this farm envoy can also be used 
to other advantages. 

If he is the dealer’s good friend he 
can make it his business to furnish the 
names of prospects upon whom the feed 
man can make personal calls. And if 
the friendship is close enough he may 
even take the trouble to find out what 
brand of feed each particular farmer is 
using and if he is satisfied with the re- 
sults he is getting. 

As a neutral party, he can also dis- 
cover the reason why Farmer Jackson 
discontinued using Friend Dealer’s 
brand of ration, and when armed with 
this knowledge, the feed store owner 
can easily win back the dissatisfied 
patron. 


N EXT to the country doctor the 


By Emil J. Blacky 


Such valuable services are worth re- 
muneration providing it is not contrary 
to the policy of the company by which 
the milk route man is employed. In- 
teresting and enjoyable as his task may 
be, the man who makes the daily 
reunds of the farms with his truck will 
invariably welcome an additional check 
each month for “a little extra work”. 

One method which the dealer can 
employ to show his appreciation would 
be to pay the milk route man a regular 
commission on sales which are known 
to be the direct result of his help. A 
retainer fee of $10.00 or more per month 
would also be money well spent as ad- 
vertising on the part of the feed store. 

The primary job, however, is to strike 
up a friendship and to get the milk man 
on the right side of the fence. A per- 
sonal call at his home after the day’s 
task is finished or a chat with him on 
the highway will serve as the opening 
wedge. Mutual business arrangements 
can follow at a later date. 

Idea Gets Business 

It is interesting to note that several 
feed dealers have become so convinced 
of the sales possibility in milk route 
contacts that they have purchased the 
franchise of operators in their territory 
and are conducting the business them- 
selves. The drivers of the trucks are 
trained salesmen in the employ of the 
feed store. The daily contact provides 
an advantage over competitors and all 
of the dealers who have taken this step 


have been well rewarded with increased 
business for their enterprise. 

There are other types of persons 
whose work brings them in direct con- 
tact with the dealers’ customers who 
should be likewise cultivated. County 
agents are looked upon as experts in 
their line and their advice carries 
weight. Although they are not in a 
position in many cases to do actual 
selling of feeds, they can open the way 
for many sales by word of approval 
when the quality of the feed or the 
dealer’s integrity arises in a discussion. 

Friendship Brings Sales 

Another valuable contact to cultivate 
is the agricultural instructor of the local 
high school. His work keeps him in 
close touch with the younger element 
on the farms and their recommendations 
are usually given consideration by the 
parents. There are also potent sales 
possibilities in the good word of 4-H 
club members, leaders of home eco- 
nomics clubs, veterinarians and even the 
rural mail carriers. 

It is time well spent to take an active 
part in farm picnics, community pro- 
grams and other activities. An occa- 
sional farm meeting with entertainment 
at the dealer’s own store helps to win 
friends and make him better known 
and trusted in the trade territory. 

There is a saying that a man is 
“judged by the friends he keeps”. The 
feed dealer’s success to a great extent 
is measured by the number of “friends 
he makes” particularly with those who 
are in a position to say a good word 
for him to his customers. 


New York Advertises Milk 
To Boost Consumption 


to increase the consumption of 

milk per cow is now in its second 

year of progress in the state of 
New York. 

Two years ago the legislature set up 
a Bureau of Milk Publicity and auth- 
erized the assessing of producers and 
distributors to make up a fund to fi- 
nance a publicity drive. 

Advertisements encouraging the con- 
sumption of milk are now appearing in 
every New York state newspaper and 
in addition a legion of spot radio and 
publicity tie-ins are being used. A fund 
of $350,000 has been accumulated to 
pay the cost. 

Aim of the campaign is to appeal par- 
ticularly to both men and women, age 
14 and up. It is believed infants already 
drink as much milk as their parents 
can afford, and additional consumption 
must be obtained among the older folks. 

The fear that milk is fattening is 
overcome in the advertisements appeal- 
ing to women and the fact that it helps 
develop a beautiful complexion is 
stressed. For men the appeal is in- 


A N extensive advertising campaign 
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creased strength and energy. James J. 
Braddock, new world’s heavyweight 
champion, Jack Dempsey and others in 
the public spotlight for physical prowess 
are featured in a series of ads. 

The Bureau of Milk Publicity offers 
free booklets in connection with the ad- 
vertising and it is reported that thou- 
sands of requests for this printed litera- 
ture have been received. 

Wisconsin has launched a similar pro- 
motional campaign to increase the con- 
sumption of cheese and other dairy pro- 
ducts. Feed dealers in these states are 
watching the campaigns with interest, 
since the boosting of income for the 
farmer directly affects the sales of the 
products which they handle. 


NEW SOYBEAN PLANT 

Alex Sinaiko & Sons, Madison, Wis., 
are constructing a new $50,000 soybean 
processing plant at Springfield, IIl., 
which is expected to be in operation by 
October 1. I. D. Sinaiko will be in 
charge. The company also operates a 
soybean plant at Cedar Rapids, Ia., and 
a feed plant in Minneapolis. 
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SHIP MILWAUKEE 


The World’s Largest Market for MALTING BARLEY 


HONOR 
ROLL 19 


BARLEY SHIPPERS 


A. L. Flanagan says: 


“Barley well bought 
is half sold. 


“Mail us samples of 
your new barley for 
value and bids. 


Personal Roy I. Campbell 
COMMISSION MERCHANT 
ARLEY A SPECIALTY 


MILWAUKEE 


Your Consignments Respect- 
fully solicited. Correspondence 
invited. 


Leonard oJ: Keefe 


Commission Merchant 
Grain and Seeds 


Ref e: Mil 
Stock Exchange 
1st Wisconsin National Bank 


kee Grain & 


We SPECIALIZE IN 


- BELL 
“Ship us that next car Ww M bE 1897 0 K ARLEY 
of Barley and let GRAIN & STOCK EXCHANGE 
BARLEY BILL get MILWAUKEE SUPERIOR SERVICE 


you Top Price for it.” 


Fraser-Smith Co. 


Barley and Oat Specialists 


Mohr-Holstein Commission 


MILWAUKEE 


Company 


Let Us Handle Your BARLEY 


MINNEAPOLIS CEDAR RAPIDS 


TELEPHONE DALY 5226 


DONAHUE-STRATTON 
i h 
COMPANY wisconsin 
Elevator Capacity at Milwaukee 4,000,000 
bushels on C. & N. W. Railway 


MILL FEEDS — FEED PRODUCTS 


Consignments, Grain Commission and Grain ‘‘to Arrive’’ 


Your consignments given careful personal attention. 


Consign Your 


BARLEY 


C. 
Hensey 


COMMISSION MERCHANT 
Grain & Stock Exchange 
Milwaukee, Wisconsin 


J.V. LAUER & CO. 


‘*Pioneer Barley Salesmen”’ 


For satisfactory prices, 
consign us your next car. 


Consign to... 


La Budde Feed & Grain Co. 


Carl Houlton, Mgr., Grain Department 


SHIP YOUR 


TO 


Deutsch & Sickert 


Grain & Stock Exchange 
Co. MILWAUKEE, WISCONSIN 


For Best Results 
Personal Service 
Satisfaction Guaranteed 


FEEDS .. HAY.. GRAIN 


BARLEY 
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Milwaukee Largest Malt Producing 
Center in the World 


Quantities of Barley Required 


Vast 


ILWAUKEE is tthe largest 
M manufacturing center for malt 

in the United States, producing 

about one-third of the total 
output of the country. 

Six plants are in operation here in 
addition to three breweries which main- 
tain their own malt manufacturing faci- 
lities. The production capacity of all 
the maltsters is 28,600,000 bushels an- 
nually. 

Shortly after the return of beer in 
April, 1933, which greatly revived the 
malt business, several of the firms im- 
mediately made plans for expanding 
their plants to take care of the in- 
creased demand. The Froedtert Grain 
& Malting Co., largest concern of its 
kind in the world, recently completed 
a new addition. The Riebs Co. pur- 
chased a building formerly occupied by 
a brewery and converted it into a malt- 
ing plant, and other firms added to their 
facilities. 

Capacities of Plants 

The plants now in operation in the 
city and their annual manufacturing 
capacity are the Froedtert Grain & 
Malting Co., 9,000,000 bushels; Kurth 
Malting Co., 6,000,000 bushels; Ladish- 
Stoppenbach Co. 3,500,000 bushels; Mil- 
waukee Western Malt Co., 1,300,000 
bushels; The Riebs Co., 1,000,000 
bushels, and D. D. Weschler & Sons, 
Inc., 1,250,000 bushels. The three 
breweries which produce their own malt 
are the Premier-Pabst Corp., with an 
annual capacity of 3,000,000 bushels; 
Joseph Schlitz Brewing Co., capable of 
turning out 1,500,000 bushels a year, 
and the A. Gettelman Brewing Co., 
with facilities for 150,000 bushels an- 
nually. 

In addition to supplying the local 
breweries which do not have malt pro- 
ducing equipment, Milwaukee, from 
January 1 to July 1, 1935, shipped 
3,938,000 bushels of malt to outside 
points, and imported 830,000 bushels. 

Big Market for Barley 

Since malt is made from barley, it 
naturally follows that Milwaukee has 
become the leading market for this 
grain and that in consequence of the 
local malt manufacturing outlets, the 
proper types of barley find a ready 
sale at premium prices over the feeding 
varieties and lower qualities. It is con- 
servatively estimated that 60,000,000 
bushels of barley are required annually 
to produce malt in the United States. 

The fact that Milwaukee is so favor- 
able as a market for the choicer varieties 
of malting barley does not mean that 
it is not just as good for other grades. 
Milwaukee wants not only the choice 
barley suitable for maltsters’ use. It 
also wants the lower qualities which do 
not measure up to the malting standard. 

There is also a big demand for other 
varieties of barley from merchandisers 
which absorbs the general run of barley 
as it comes into the market. Milwau- 
kee grain firms are adequately equipped 
with elevators to handle the influx. Due 
to their excellent facilities for drying 


grain the elevators here are in a posi- 

tion to take in barley that is graded 

down because of excess moisture. 
Other Premium Varieties 

Cereal manufacturers, pearlers and 
other industries using barley depend on 
the Milwaukee market for a good share 
of their supply. The mellower varieties 
of the grain, the kind grown in Wis- 
consin and Minnesota, bring about a 
cent a bushel more than the choice 
malting barley for pearling purposes and 
there are buyers of this particular grade 
always ready to take it up. 

An idea of the increased demand for 
barley since the return of beer may be 
cbtained from a comparison of the re- 
ceipts. In 1931 a total of 9,791,892 
bushels came into the market; in 1932 
the total receipts were 7,460,090. Beer 
came back in the spring of 1933, and 
in that wear shipments coming into 
Milwaukee leaped to 13,115,700 bushels. 
The receipts for 1934 showed a further 
increase with a total of 17,999,598 
bushels being received. From January 
1 to July 1, 1935, the influx of barley 
into Milwaukee amounted to 5,785,536 
bushels. 

The greatly increased demand for 
malting barley has been a financial boon 


to the farmers in the territory tributary 
to Milwaukee. The need for the grain 
stimulated by the return of beer lifted 
the average price well over $1.00 a 
-tushel. All maltsters figure one bushel 
of malt to one bushel of barley, so that 
the output of malt in Milwaukee cor- 
responds to the number of bushels of 
barley purchased. 
Feed Dealers Helped 

The much thumbed ledger of feed 
dealers has also shown the effects of 
the increased demand for the crop. 
Barley sold from the farms for malting 
purposes has meant the displacement 
of just that much home-grown grain 
with other feeds. In many instances 
dealers were able to clean up long, past- 
due accounts on their books by taking 
barley from the farmer in payment. 
Thus, the feed man profits by handling 
and shipping barley to the market and 
merchandising feeds to displace it on 
the farms. 

The greatly augmented use of bar- 
ley has also created a good supply of 
malt sprouts and brewers’ dried grains 
which were turned back to the farms 
and fed to poultry and livestock. Here, 
too, the dealer has enjoyed an oppor- 
tunity to add to his profits. 


Barley Topic at Beaver Dam 
More Meetings Soon 


the chief topics of discussion at 

the first of a series of district 

meetings sponsored by the Cen- 
tral Retail Feed association which was 
held at the Rogers hotel, Beaver Dam, 
Wis., September 5. More than 60 per- 
sons, including dealers, salesmen and 
jobbers attended and were served a de- 
licious steak dinner. 

A Flanagan, Fraser-Smith Co., 
Milwaukee, led the discussions on bar- 
ley and pointed out the precautions to 
observe in purchasing the type of barley 
which brings the best prices on the 
market. He especially warned the deal- 
ers to be on the lookout this year for 
blight and high moisture content, 
skinned and broken barley, and badly 
weathered barley, all of which lower 
the value of the product. He further 
explained that all barley should be test- 
ed for dockage, as 1 per cent loss in 
dockage is equivalent to about three- 
fourths cents a bushel at present market 
prices. 

Mr. Flanagan continued by calling 
special attention to the fact that ship- 
pers should refrain from overbidding 
the market on barley and handling it 
for a loss. He added that they should 
keep samples going into the market and 
keep posted on what barley is worth 
and then buy it at a price that will 
give them a fair profit. 

A number of dealers complained that 
both interior and terminal market malt- 


B tee and insurance rates were 
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sters were buying barley direct from 
farmers and truckers and those present 
at the meeting voted to submit a reso- 
lution to members of the Milwaukee 
Grain & Stock exchange asking their 
cooperation in curbing this practice. 
The suggested resolution reads as fol- 
lows: 

“WHEREAS, because Milwaukee for 
many years has been the principal 
market to which Wisconsin dealers have 
shipped their barley and because the 
dealers have cooperated in bringing 
back beer and in encouraging the 
farmer to raise a better type of malting 
barley and because the buying of barley 
direct from the farmers by maltsters, 
makes it not only impossible for the 
dealer to meet the competition (unless 
better outlets than the Milwaukee 
market can be found) and that such 
practice of direct buying disorganizes 
the barley market in the country gen- 
erally, 

BE’ IT THEREFORE RESOLVED, 
that the Milwaukee Grain & Stock Ex- 
change be requested to exercise its in- 
fluence to eliminate direct purchasing of 
malting barley from the farmer and 
trucker by maltsters.” 

The salesmen present at the meeting 
decided to form some sort of an organi- 
zation for the purpose of cooperating 
in the work of the Central Retail Feed 
association with the intention that if 
possible this organization be affiliated 

(Continued on page Eighteen) 
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IRTUALLY every farm supply dealer has a telephone 
—but only a very, very few are using it as a vital sell- 
ing tool. The experience of those who have effectively 
placed the telephone upon their sales force, justifies 

the conclusion that the average merchant can increase his 
business from 25 to 50 per cent with it. In this chapter are 
a number of suggestions to help you cash in more thoroughly 
on your telephone. 

Fill Out Loads 


Any number of merchants use the telephone to make up 
a full load for delivery. Half a ton of feed may be scheduled 
to go out on one particular load. The live wire dealer will 
pick up his phone and call a number of other customers along 
that same road. He will tell them that the driver is coming 
out their way and suggest that perhaps they, too, could use 
some feed or some other product he handles. Ordinarily it 
won’t require many calls to fill the load. As a matter of 
fact, entire loads can be built up that way—by telling the 
telephone subscribers that the truck is “scheduled to deliver 
out your way tomorrow morning.” 


Telephone Sales Routes 

As suggested in the preceding paragraph, it is possible 
for a merchant to arrange his schedule and phone his custom- 
ers regularly every week or every two weeks. Typical of such 
a plan is that operated by the L. C. Adam Mercantile Com- 
pany, Inc., Cedarvale, Kansas. This firm has some 300 feed 
customers and has developed one of these “telephone sales 
routes” to keep in regular touch with them. They keep a 
loose leaf notebook in which is recorded the customer’s name, 
dates of purchase and quantities. By referring to the book, 
they can tell instantly when any particular customer should 
be in the market for additional feed or other supplies. Every 
day they telephone feeders who should be ready to reorder. 

“Feeders get careless about ordering,” says Secretary 
Coburn Jones, of this firm, “but I can ‘jog’ them up easily 
with the telephone.” 

It is doubtful whether this plan could be worked success- 
fully on new customers. The first contact should probably 
be made by personal calls. It is an excellent plan, however, 
to use the follow-up on old customers. 

Announcing a “Special” 

Suppose you are putting on a special “Farmers Day,” or 
have special prices on particular feeds, or fertilizers, or seeds. 
Announce these events by direct mail and through your local 
newspaper by all means—but give your selling program that 
added punch that means the difference between success and 
failure—by calling some of the better, more worthwhile farm- 
ers on the telephone. Ask whether they received your an- 
nouncement (if you sent one). Then, tell them that you 
are extremely anxious that they should take advantage of 
this special proposition. You can ask for an order, or for a 
definite promise that they will be in the store on the specified 


date. 
Off-the-Car Selling 

Many merchants dealing in heavy farm supplies, are offer- 
ing special inducements for the customers to take their orders 
right off the car. The telephone is the most dependable 
means of notifying customers that the car is on the track. If 
you merely notify by post card, there may be a delay in reach- 
ing the feeder. He in turn may think, “Oh, I’ll get it in 
a couple of days and Smith will give me the same advantage 
as if I took the stuff off the car.” The telephone helps to 
eliminate those particular difficulties. 

Every merchant knows of many former customers who 
no longer trade with them. Very often, these customers can 
be reclaimed by taking enough interest to call them up. Re- 
mark, in a tactful way, that you have missed their business 
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Merchandising Farm Supplies 


Chapter 6. Selling by Telephone 
By F. Harvey Morse 


and inquire whether your store is at fault in any way. Try 
to get an order to fill some immediate need. 

When blizzards cover the roads with several feet of snow 
and ice—when spring thaws transform country roads into 
bogs—in fact, whenever weather conditions of any sort make 
it difficult for a salesman to get out to the farms, or for 
farmers to come into town—then is the time to rely once 
more upon the dependable telephone. Keep in touch with 
your customers to see that they are supplied with the things 
they need. You will manage to deliver them somehow. On 
those bad days, you will usually find that the farmer will be 
glad to talk to you, too. 

To Build Mailing Lists 

Call every possible prospective customer in your trade 
territory. Ask him what he is feeding, or where he is getting 
his seed, or what machinery he is using and whether he doesn’t 
need some new equipment. Tell him about your store service. 
You may not be able to sell many customers with this phone 
talk, but you can, more or less, break the ice. Best of all, you 
can collect some valuable information to use in building mail- 
ing lists for your store. 

Using the Phone Effectively 

Every principle of good personal salesmanship applies to 
telephone salesmanship—and to an even greater degree, be- 
cause face to face personality is missing over the telephone, 
at least until television becomes practical. Think first of all 
of the customer and his needs. Have his interests primarily 
at heart. 

Be particularly careful to send quality goods and to give 
exceptional service on telephone orders. Hundreds of mer- 
chants have lost untold dollars in business by palming off- 
color merchandise or partly spoiled goods on customers who 
phoned orders. Certainly, no modern merchant would know- 
ingly give a customer in the store spoiled or defective mer- 
chandise. Then why send it on phone orders? 

If at all possible, a more or less quiet, private corner or 
booth should be provided for the person doing telephone sell- 
ing. For one thing, you don’t want the customers in your 
store to hear every word of conversation. Furthermore, the 
constant activity about the store is apt to distract the tele- 
phone salesman. 

There should be a card for each customer on your tele- 
phone list. Include on it the customer’s name and address, 
any special likes or dislikes, peculiarities, and dates of pur- 
chase on major items which are bought at regular intervals 
—feeds, particularly. 

By all means, provide your telephone salesman with a 
headpiece, it’s a tremendous convenience and a wonderful 
energy-saver. Besides, the headpiece releases both hands for 
use in completing the sale. 

Sample Phone Sales Talk 

It is best to provide the phone salesman with a standard- 
ized sales talk. Unless this be done, the average salesman 
will ramble around in a disorganized manner and not really 
put over his point. At least one large manufacturer regularly 
provides a telephone sales card on his line. Following is one 
such typical talk: 

“Are you going to get any Baby Chicks this season? 

“How many? 

“When are you expecting to get them? 

“Our customers had such marvelous results last year 
that we are expecting a big increase in starting feeds this 
season. (Quote local figures here if you wish). 

“To help us anticipate our needs on starting feeds we 
are making a special offer to the folks who place their order 
with us early. 

“We'll give a 24-inch feeder free with each 100 Ibs. of 
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starting feeds ordered before (date). 

“For each 50 chicks you'll need one of these feeders and 
100 Ibs. of starting feeds. Suppose we put you down for —— 
bags?” 

” Similarly prepared sales talks can be provided for other 
feeds in the line, or for any other items that you handle. 

To make up for the lack of observable personality, be 
particularly careful to select a pleasant voiced person to 
handle telephone selling—one who has the “voice with a smile” 
—one who is patient and has not the tendency to become ir- 
ritable. Such a person can make the man or woman at the 
other end of the wire feel kindly toward the firm from the 
very beginning. 

It should hardly be necessary to urge the utmost cour- 
tesy in handling telephone calls, and yet how often is this 
overlooked! Would the average clerk carry on a personal 
sale such as this?— 

“Yeah? 

“No? 

“T can’t hear you. 

“Yeah? 

“Uh huh. 

“No, we can’t do that. 

“Naw, you'll have to come in.” 

We all know how too frequently that kind of conversa- 
tion is carried on over the telephone. 

Don’t monopolize all the conversation. Give the cus- 
tomer a chance to talk—-to give you information—to ask ques- 
tions—and maybe give you an order. 

It will also pay you to advertise your telephone serv- 
ice through your newspaper and on direct mail. Make it 
the feature of an ad every now and then to let people know 
you encourage telephone orders—impress upon your custom- 
ers that they can expect the highest type of service over the 
telephone—equally as satisfactory as if they called at the 
store personally. If customers are on toll lines, it will prob- 
ably be a good idea to offer to pay charges on legitimate 
business calls. 

Results of Telephone Selling 


You have a right to expect telephone selling to bring 
you more business—and it will, if properly handled. A 
Canton, Ill., feed dealer was induced to try this method. He 
assigned his office girl to the job. During the first day, she 
sold more than a half ton of poultry feeds to people whom 
they probably would not have sold otherwise. For six weeks 
during the spring, she made an average of 25 phone calls 
a day, both to sell and to check on results. Four out of 
five of her calls were turned into sales. She personally sold 
300 bags of starting feeds during that period, three out of 
five purchases being new customers. Indeed, some dealers 
get from 50 to 75 per cent of their business by consistent use 
of the telephone. 

A Robbinsdale, Minn., grocer doubled his business in six 
weeks by jumping wholeheartedly into the plan of phoning 
for business. Two Shelbyville, Ind., grocers did the same 
thing. Another merchant at Rochester, Minn., boosted his 
sales more than one-third. A Racine, Wis., grocer increased 
his volume 25 per cent. A dealer in Peru, Ind., found that 
he could sell anything he wanted to any time he wanted to, 
over the telephone—and does. And then, there’s that Hot 
Springs, Ind., hardware dealer who thinks so much of the 
telephone as a business-getter that he gives candy and flowers 
to the “hello” girls every Christmas. 

Whether every call means a sale or not, it usually does 
mean that the customers felt that you, as a merchant, are truly 
interested in getting their business. It certainly does pay 
to build up that sort of feeling. 

Telephone selling helps to hold the customers—particu- 
larly smaller customers on whom it might not pay to call 
personally. 

Obviously, the average farm supply dealer can’t call on 
all the better farmers every week, or even every month. The 
telephone, however, will help him maintain his contact be- 
tween personal calls. 

The telephone helps a merchant utilize the full time of 
his employees. Practically every store has hours during the 
day, or days during the week, when business is light. That’s 
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the time to put the telephone into operation. 

So far, we have been discussing telephone selling from 
the merchant’s end—the phase that has been most thoroughly 
neglected heretofore. Most merchants have confined the use 
of the telephone to answering customer’s requests—and even 
here, they haven’t done a perfect job. 

It should be the invariable rule that the phone must be 
answered promptly. When a customer is actually in your 
store and sees the number of people waiting and notices that 
all the clerks are busy serving them, he is inclined to be 
somewhat patient. However, he doesn’t visualize that situation 
over the telephone. A half minute’s wait seems like half an 
hour. For that reason, answer the phone promptly. 

Such inane statements as “Hello”, “All right”, “Yes”, in 
answering the telephone belong to the age of bustles and 
petticoats. There is no place for them in modern telephone 
selling. When answering the phone, use the most pleasant 
voice and give the firm name—“The Farmers’ Store, Miss 
Smith speaking.” Always use “Yes, sir,” or “Yes, ma’am,” 
in answering questions rather than the careless sounding 
“Yes” or “No”. Don’t yell into the phone and don’t slam 
the receiver on the hook after the conversation has been 
finished. 

Be particularly careful to get telephone orders right— 
both the items and the customer’s name and address. It is 
usually better to repeat the order back to the customer as a 
check. In the case of an inquirer who does not actually place 
an order, try to get the name and address for future sales 
use. Extend a cordial invitation to visit your store. 

Don’t consider it too much trouble to look up information 
a customer requests. Don’t guess if you don’t know. A 
customer would much prefer that you excuse yourself for a 
moment while you find out, or if it will take a little time to 
find the information, suggest that you call him back in a few 
minutes. 

Be prepared to suggest items other than those the cus- 
tomer orders. It is just as important to increase the size of 
a normal sale over the telephone as over the counter. 


CHARCOAL for POULTRY 


ROYAL 


CHARCOAL 


MANUFACTURED BY 


ARK. 


@ Improve your feed with this bet- 
ter charcoal —from our own hard- 
wood forests—always of uniformly 
high quality. Write for sample. 


CROSSETT CHEMICAL CoO. 
CROSSETT, ARKANSAS 
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Penny Post Cards Written 


In Pencil 


NFORMAL messages penciled on 
I regular government postal cards 

mailed to customers and prospective 

patrons constitute the most effec- 
tive means of securing new customers 
and maintaining contacts with old ones 
used by Rue Seed Co., Peoria, III. 

The firm consists of Mrs. Mary John- 
son, proprietor, who operates a rather 
unique store from the standpoint of 
lines handled. These include seeds of 
all kinds in bulk and in packets, baby 
chicks, poultry feeds of all kinds, poul- 
try remedies and supplies, pets, espe- 
cially dogs, cats, canaries, parrots, love 
birds, gold fish, tropical fish and all 
kinds of feeds and supplies that go with 
the pet business, bee supplies, and gar- 
den supplies and fertilizers. 

Mailing List Classified 

Mrs. Johnson maintains a mailing list 
of customers in each classification of 
items handled. The type of business 
she operates is one in which close per- 
sonal contact is necessary. This close 
contact enables her to know each cus- 
tomer’s nature, peculiarities, and whims. 
Knowing these, she can write informal 
messages on the postal cards either dig- 
nified or humorous to suit the person’s 
individual make-up. In addition to these 
customer lists, she frequently uses pros- 
pect lists secured from various sources. 

The postal messages are sent out as 
seasonal reminders on the various types 
of items handled and whenever anything 


Flanagan Talks on Barley 
At Beaver Dam 


(Continued from Page Fifteen) 


as an auxiliary of the association. 

Lynn Williams, Donahue-Stratton 
Co. representative, was elected chair- 
man of a committee to complete de- 
tails, to meet with the officers of the 
Central Retail Feed association and to 
report back at another salesman’s meet- 
ing to be held within a month. Those 
chosen to assist Mr. Williams were 
Jack Walsh, Arcady Farms Milling Co., 
and Bill Quady, Quaker Oats Co. 

That feed dealers have an opportunity 
to reduce the insurance rates they are 
paying by observing greater cleanliness 
and elimination of fire hazards in their 
plants was pointed out by E. J. Docter, 
rate engineer, T. E. Brennan Co., Mil- 
waukee. He sketched the history of in- 
surance and gave a picture of the setup 
of state supervision. 

Among the important factors affecting 
insurance rates in feed mills cited by 
Mr. Docter were the amount of hay 
stored, cleanliness of the plant, type of 
equipment used, number of floors in 
the building, heating system, and the 
number of elevator legs. 

L. J. Hartzheim, Hartzheim Fuel & 
Feed Co., Beaver Dam, was in charge 
of the meeting. Five more district 
gatherings of a similar nature are to be 
held as follows: 

Burlington, Wis., Thursday, Septem- 
ber 12; Jefferson, Wis., Thursday, Sep- 
tember 26; Green Bay, Wis., Thursday, 
October 3; Fond du Lac, Thursday, Oc- 
a 10; Wausau, Thursday, October 
17. 
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new is placed in stock she thinks cus- 
tomers or prospects would be interested. 

Recently Mrs. Johnson varied her 
procedure upon one mailing, or rather, 
added other features. This particular 
mailing featured dog food. Two or 
three months previously she had an 
exhibit at the Better Homes Exposi- 
tion. Here she obtained from dog own- 
ers who stopped at her booth the names 
of their dogs and their addresses. She 
did not take the names of owners—only 
the names of the dogs. The list looked 
like a directory of all the canines in 
the city. 

Mails Cards to Dogs 

She mailed out cards to this list of 
names. The cards and the messages 
were addressed to the dogs. Here is 
a sample message just as it was sent: 

“The boss tells me you did not like 
our Blank meal—send him in for a 
sample or two of the other 13 kinds we 
have—don’t let him forget the Vita- 
gaines—reindeer meat in it—’nough said 
—Rue Seed Company.” 

In addition to these informal mes- 
sages, printed postcards were sent to 
other prospects addressed to the dogs 
themselves and with pencil notations in 
addition to the printed message. 

The same idea of informal messages 
is carried out with every line of mer- 
chandise handled. For instance, Mrs. 
Johnson has the name of every bird 
owner to whom she has sold birds or 


STRATFORD Cooperative Produce 
Co., Stratford, Wis., has opened a new 
addition to its warehouse which almost 
doubles its former storage capacity. Joe 
Heim, manager, recently returned from 
a two weeks’ vacation in Michigan 
where he visited his brother. 


ANTON UMHOEFER, manager, J. 
E. Lyons Co., Colby, Wis., recently re- 
turned from a two weeks’ vacation at 
Hayward, Wis., where he caught sev- 
eral large muskies and a good string of 
wall-eyed pike. 


JONES & SMEDLEY, Mullica Hill, 
N. J., have opened a branch store at 
Pitman, N 


APPLE RIVER MILL CO., Iron 
River, Wis., which opened there re- 
cently for business has installed a new 
feed grinder. 


EDGAR EQUITY PRODUCE CoO., 
Edgar, Wis., has added a new and 
modern gasoline filling station to its 
properties. It is located across the street 
from the elevator and is enjoying a 
good business. 


FRANK A. BLANDIN feed store, 
Crandon, Wis., was destroyed by fire, 
August 27. 


RAI.PH COCKSHOOT has pur- 
chased a half interest in the Enarson 
Milling Co., Audubon, Ia. The plant 
will be remodelled. 


L. A. HOFFA, Grundy Center, Ia., 
is constructing a new feed storage build- 
ing. 
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Here is the conspicuous sign that directs 
customers into the Rue seed store. 


supplies for the past 12 years. Periodi- 
cally she mails cards to this list calling 
attention to seasonal requirements and 
new products. 

Perhaps the next most important 
method of attracting new customers is 
the use of a large wooden rooster as 
a sidewalk sign. Placed in front of the 
store, this crowing rooster directs the 
attention of passers-by to the unique 
store. 

In addition to these forms of pub- 

(Continued on Page Twenty-three) 


Gluten Meal Is Potent 
In Vitamin A 


Gluten of yellow corn was found to be 
at least four or five times more potent 
in vitamin A than whole yellow corn 
in experiments conducted at the Uni- 
versity of Illinois, the results of which 
are published in the “Journal of Agri- 
cultural Research.” Rats depleted in vi- 
tamin A were used in conducting the 
tests. 

Gluten meal administered in amounts 
of 1.5 grams daily rapidly corrected the 
deficiencies and cured the sore eye con- 
ditions which are the marked symptoms 
of the lack of vitamin A. 

Findings showed that vitamin A is 
concentrated in the endosperm of the 
yellow-maize kernel. It was also dis- 
covered that the vitamin A concentra- 
tion is the greatest in that part of the 
endosperm lying next to the seed coats, 
the part of the kernel which is found 
abundantly in gluten meal. 


FARMERS COOPERATIVE CO., 
Iola, Wis., has installed a feed mixer 
and will manufacture poultry mashes 
under its own brand name. 


H. G. WISER has taken over the 
management of the Burt elevator, Gold. 
field, Ia. H. H. Jones who formerly 
managed the elevator has resigned to 
operate a feed store here. 


WILLIAM M. JEFFREYS, Jeffreys 
Bros., McKeesport, Pa., has recently 
purchased a 60-acre farm on which he 
will reside. His sons will continue to 
operate the business. 
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Functions of Minerals in Poultry 
And Livestock Feeding 


By Lester R. Smith 


Research Department, Kraft-Phenix Cheese Corp. 


HE body of poultry and other 
farm animals is composed of or- 
ganic and inorganic material 
which contains minerals. The 
skeleton, all organs, tissues and fluids 
of the body contain minerals combined 
with other elements to form simple or 
complex compounds. All the cells and 
tissues of the body are continually 
undergoing disintegration and, there- 
fore, to maintain equilibrium in the 
body, a renewal of these cells and tis- 
sues must take place. In other words, 
an equal amount of every element 
which is eliminated from the body must 
be replaced daily through the consump- 
tion of foods which contain these ele- 
ments. 

When the food is burned the ash 
which remains contains these elements 
known as minerals. These ash consti- 
tuents probably exist in different forms 
of combination than before the burning 
of the food, but the analysis of the ash 
gives an idea of the actual amount of 
the different minerals present in the 
original food. 

Minerals Function 

These mineral elements function in 
various ways in the body either for 
structural purposes or for specific pur- 
poses in the internal digestive fluids or 
other secretions of the body. The 
minerals give rigidity to the bones and 
also form organic compounds which 
are the chief constituents of the 
muscles. As soluble salts they main- 
tain the neutrality of the internal fluids, 
the acidity or alkalinity of the digestive 
juices and other secretions. They aid 
as a solvent, and involve changes in os- 
motic pressure and other physical forces. 

Osmotic Pressure 


When different mineral elements in 
solution, possessing different solubili- 
ties are separated by a semi-permeable 
membrance, the solvent of one solution 
will penetrate the wall into the other 
solution leaving the dissolved molecules 
behind and thus create a force known 
as Osmotic Pressure. 

Although the source of energy comes 
frem the oxidation of organic com- 
pounds when the muscles of the body 
are contracted, the factor by which 
this movement is controlled is the con- 
centration and action of the ions and 
salts present which bring about changes 
in osmotic pressure. The concentra- 
tions of the inorganic ions in the cell 
fluids must be of definite strength to 
maintain normal protoplasmic activity. 
Likewise, the central nervous system 
must depend upon the maintenance of 
definite ratios of calcium, potassium 
and sodium in the fluids which are in 
the nerve tissues to properly regulate all 
the organs of the body. 

Concentrations Important 

The proper concentrations of the in- 
organic salts in the fluids and tissues 
of the body are of great importance. 
Sodium salts are more abundant in the 
plasma of the blood while the cells of 
the blood contain a greater concentra- 


tion of potassium salts, which fact 
shows an unequal distribution of some 
of the salts throughout the body. A 
slight deviation from the normal in the 
distribution of these salts may ensue, 
but any considerable deviation will re- 
sult in disease and finally death. 

When mineral matter is taken into 
the body it is dissolved by the hydro- 
chloric acid of the gastric juice and is 
then absorbed mainly from the small 
intestines. Unlike carbohydrates which 
are stored in the body in the form of 
fat, the excessive minerals are excreted 
in the faces, and the various salts which 
may be in excess are excreted through 
the kidneys. Therefore, a continuous 
daily supply of minerals must be taken 
into the body for normal metabolism 
of minerals. 

Determining Digestibility 

The digestibility of a food is deter- 
mined by feeding a definite amount of 
an analyzed food to an animal and an- 
alyzing the excretions, the nutrients fed 
and not excreted then being accepted 
as the food actually digested. There is 
no method of determining the digesti- 
bility of minerals and therefore, in 
order to estimate the amount sufficient 
for normal metabolism it is necessary 
to determine the mineral balance. 

In the study of mineral metabolism in 
poultry a bird must consume more min- 
erals through food than are passed out 
in the combined excretions and the eggs 
she produces to be in positive balance; 
the reverse shows a negative balance. 
Too great an excess of minerals should 
be avoided, but enough should be sup- 
plied to make the intake equal to the 
outgo. In growing stock the intake 
should be higher than the outgo to allow 
for bene and tissue formation. 

When rations free of minerals are fed 
to animals, the first thing to break down 
is the nervous system. The limbs be- 
come weak, the muscles tremble, con- 
vulsions ensue, and the animals become 
excitable after which they die of min- 
eral starvation. Since each particular 
mineral has one or more specific func- 
tions in the organism, a deficiency ot 
any one mineral will result in disease. 
Rickets is such a disease wherein the 
mineral metabolism is distributed in 
such a manner that calcification of the 
bones of the body does not take place 
normally, because there is a subnormal 
concentration of either calcium or phos- 
phorus or both in the blood serum. Vi- 
tamin D is the activator of calcium 
which brings about the proper deposi- 
tion of bone minerals. When the bones 
of the animals are mature and the sup- 
ply of either calcium or phosphorus is 
too low in the feed, the skeleton acts 
as a reserve storehouse, giving out these 
minerals so that the life processes of 
the body may continue normally for a 
time. 

Brittle Bones 

Such withdrawal of mineral matter 
from the skeleton produces porosity 
and brittleness of bone. Milk fever is 
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caused by a sudden depression of avail- 
able calcium in the blood, brought about 
by a rapid withdrawal of calcium for 
milk production. The lack of iron 
causes anemia and too little iodine re- 
sults in certain types of goitre. 

Almost all the chlorine involved in 
metabolism exists in the body and leaves 
it in the form of chlorides, mainly as 
sodium chloride. Chlorides of sodium 
and potassium are needed as constitu- 
ents of the body fluids occur to a great- 
er extent in the soft solid tissues as in 
blood corpuscles, muscle protoplasm, in 
other organs and in the fluids which 
some of the glandular organs secrete, 
such as milk. As the cells containing 
potassium salts are always in contact 
with the circulating fluids containing 
sodium salts, there is an active or se- 
lective process of taking up of salts by 
the cells, thereby maintaining normal 
esmotic pressure. Sodium, potassium 
and calcium are concerned with auto- 
matic action of the heart. Calcium 
causes its contraction, potassium affects 
relaxation and sodium maintains osmo- 
tic pressure. 

Copper, Iron, Hemoglobin 

A small amount of copper is neces- 
sary in the diet for the animal to utilize 
iron for the formation of hemoglobin, 
an iron-protein compound in the red 
corpuscles, which enables the blood to 
carry oxygen to all parts of the body. 
Metabolism experts show that iron of 
milk, although very small in quantity, is 
readily absorbed and assimilated in the 
body which may be due to its associa- 
tion with a great amount of calcium. 

Iodine is utilized by the thyroid gland 
in the manufacture of thyroxin, a hor- 
mone containing 65 per cent iodine. 
Goitre, an enlargement of the thyroid 
gland, is due to the necessity of this 
gland to function without an adequate 
supply of iodine. This mineral is valu- 
able in the blood stream for combating 
disease and is used by the body as a 
catalyst in the assimilation of food. 

alt Important 

Since the body tissues and fluids must 
have a constant concentration of sodium 
chloride, there exists a relationship be- 
tween the taking up of salt and the 
water retention in the tissues. When 
the salt of the diet is decreased the 
water content of the tissues, as well as 
the salt, is decreased. lIodized salt 
should be added to the feed of an ani- 
mal, not in excessive amounts for it 
whets the appetite, adds to the palata- 
bility of many foods, stimulates the di- 
gestive glands and helps to prevent di- 
gestive disturbances and goitre. 

Calcium Supply 

Calcium and phosphorus combined 
largely compose the skeleton of the 
body. The nuclei of all cells are rich 
in phosphorus in the form of nucleo 
proteins and nucleic acids. A shortage 
of phosphorus does not affect digesti- 
bility of a given ration, but does affect 
utilization of the nutrients after they 
are digested. Calcium is an important 
constituent of the blood, since it is a 
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necessary factor in coagulation (clot- 
ting). Calcium is required in large quan- 
tities by growing chicks and laying 
hens, and this mineral is the most de- 
ficient of all minerals in rations made 
from ordinary farm grains. 

In poultry, the storage of calcium and 
phosphorus only occurs during a short 
period before laying. This extra de- 
mand of the bird for these constituents 
during egg production is met by in- 
creased retention from the food. An 
excess calcium intake may lead to a 
depletion of phosphorus reserves, since 
the excess calcium will combine with 
the reserve phosphorus and be excreted 
causing a lower calcium to phosphorus 
ratio. After this occurs, the phosphorus 
needed for egg production will be drawn 
from the tissues of the body. 

Grains Lack in Calcium 

Milk and leaves of plants are rich in 
calcium, while grains are deficient. 
With the exception of calcium, phos- 
phorus, sodium, iodine and_ possibly 
chlorine, minerals are generally found in 
sufficient amounts in ordnary feeds so 
that special attention generally need be 
given only to the supply of the five 
elements just mentioned. These five 
clements are usually supplied in inor- 
ganic form, such as limestone, phos- 
phates and iodized salt or tied up with 
organic matter in the form of proteins. 

Sulphur and phosphorus, which occur 
in feeds mainly as part of proteins, are 
digested and absorbed in the changes 
which these nutrients undergo. Sulphur 
is excreted from the body largely as 
inorganic sulphates in the urine, while 
a smaller part combines with organic 
radicles to form “ethereal” sulphates 
which may be incorporated in the fats 


of milk and eggs. Sulphur cannot be 
used in the pure form by poultry, but 
must be provided in certain proteins in 
vhich it appears as a constituent of the 
amino-acid called cystine. Since the 
feathers of the fowl are composed main- 
ly of silicon and sulphur an ample 
supply of the amino-acid cystine must 
be included in the ration. 
Magnesium, Fluorine, Zinc 

When a ration deficient in magnesium 
is fed to animals, calcium retention in- 
creases and the bones become heavy 
and high in ash due to the large deposit 
of calcium. Over 70 per cent of the 
magnesium in the body is found in the 
skeleton. Magnesium salts are also 
among those involved in buffer action 
which tends to maintain the reaction of 
the blood within a narrow PH range. 

Fluorine is found in very minute 
quantities normally in enamel of the 
teeth, yet marked excess ot this element 
causes animals to go “off feed”, affect 
growth rate and the wearing qualities 
of the teeth. 

Although zinc is found in minute 
quantities, more in the iiver and repro- 
ductive organs than in other glandular 
or muscular tissues, the exact function 
of this mineral is unknown. 

Manganese in Reproduction 

Manganese is widely distributed 
throughout the body, mostly in the liver. 
muscles, bone and skin. This mineral 
is found necessary as a supplement to 
allow normal ovulation in females, and 
for suckling of young rats and mice. 

Requirements for Animals 

In order to better comprehend the 
niineral requirements for farm animals 
and poultry, we should be familiar with 
the percentage of ash, or minerals, of 


the dry matter of the bodies. Since 
the fatty tissue contains only minute 
quantities of minerals, the percentage of 
ash diminishes as the animal fattens. 
The following data on mineral or ash 
content is computed on the basis of 
dry matter. 
Per Cent Ash, 
Dry Basis 


Whole egg approximately 35.0 
Calf—weight 300 Ibs. Po 12.5 
Poultry—weight 5 lbs. és 10.0 
Steer—weight 1,500 lbs. “ 
Very fat sheep - 4.9 
Fat hog = 3.0 


Milk Minerals 

Milk is the most nearly perfect food 
and cannot be equaled by any other 
single food in nutritional value, one of 
its virtues being the exceptional content 
of desirable minerals, as it is a source 
of at least 25. It is the best source of 
the important lime salts and calcium 
phosphates and also supplies some rare 
elements. None of the minerals in milk 
are visible since all are in suspension 
or solution, usually in various combina- 
tions with organic or inorganic sub- 
stances. 

Milk by-products are high in minerals 
and are of exceptional value in nutri- 
tion. One of these by-products called 
“whey” is that part of the milk which 
remains after the casein of the milk has 
been precipitated out with rennet. This 
whey, the only milk by-product which 
is vacuum dried to prevent destruction 
of important ingredients of high nutri- 
tional value, is then known as dried 
whey powder or milk sugar feed. It 
contains all the original minerals of the 
milk which are in a form easily assim- 
ilated. This is important to the feeder, 


Grain 


Merchandisers 


MAIN OFFICE 


Minneapolis 
Duluth Toledo 
Portland Omaha 

San Francisco Ogdensburg 


Chicago 


MINNEAPOLIS 


MILWAUKEE, WIS. 


pleasant. 
Buffalo 
Albany 
New York 
Boston 


You'll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 
for bathing; because you'll receive thoughtful, 
convenient service; because you'll enjoy the ex- 
cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 


NICOLLET HOTEL 


MINNEAPOLIS 


Official AAA Hotel - 


W. B. Clark, Manager 
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in view of recent knowledge of the role 
of minerals in the early stages of 
growth. 
Milk Sugar Feed 

When the ash content (8 to 9 per 
cent) of milk sugar feed (70% lactose) 
is analyzed for minerals and compared 
with the minerals of whole milk powder, 
the approximate percentages shown be- 


low will compare favorably with all 
milk powders and present in 
amounts adequate to play important 
roles in mineral metabolism. 
Whole Milk 

Minerals Milk Sugar Feed 
Phosphorus (P,0;) 1.43 88 
Calcium (CaO) 1.36 1.32 
Potassium (K.0O) 1.30 1.05 
Sodium (Na,QO) 38 3.05 
Sulphate (SO,) 19 10 
Chlorine (Cl) 80 2.20 
Magnesium (MgO)  .17 
Oxide (Fe,O3) trace trace 
Total Ash 5.56 9.00 


Both calcium and phosphorus found 
in milk sugar feed are constant and the 
proportions in relation to each other as 
they are found in whey powder are most 
efficient for mineral metabolism in the 
body. Since whole milk is the most 
perfect single food of all, a prepared 
feed for poultry or animals should com- 
ply closely with whole milk in the as- 
similation and content of minerals. 
Therefore, when certain minerals in 
grains and other feedstutis are lacking 
or are not in a form that can be easily 
assimilated by the body, they must be 
replaced by the addition of organic or 
inorganic minerals through different 
sources to meet the nutritional require- 
ments. One of the best of these sources 
is milk sugar: feed. 

Ultra-violet irradiation increases the 
acidity of the digestive tract. It has 
been found through experiments that 
lactose also increases the acidity and 
aids in the calcification of the bones. 
Therefore, the favorable effect of lac- 
tose on calcification may be due to its 
effect on the intestinal P. H. Milk 
sugar feed contains 70 to 75 per cent 
lactose or 50 per cent more than in 
any other milk powder and thus in- 
sures economy in mineral metabolism. 

Lactalbumin Protein 

The protein of milk sugar feed is 
mainly composed of lactalbumin, the 
most efficient protein known. This pro- 
tein contains the amino-acid cystine in 
greater amounts than found in most 
other known proteins. Since sulphur 
cannot be used by poultry in the pure 
form, cystine, which contains this min- 
eral in a form which is easily assimi- 
lated by the body to produce feathers 
in growth and moulting, must be pres- 
ent in the feeds. 

It has been found through experi- 
ments at Cornell university that milk 
sugar feed contains 50 per cent more 
vitamin G. Since vitamin G is a growth 
promoting factor and mineral metabo- 
lism is an important factor in body con- 
struction, vitamin G becomes an activa- 
tor for the assimilation and utilization 
of the minerals of all foods. 


LEWIS & DRAKE, INC., Lebanon, 
Ohio, is constructing a modern office, 
warehouse and elevator building to re- 
place the plant destroyed by fire last 
November. 


HARRY E. VAN DEVENTER, 
Nixon & VanDeventer, Attica, Ind., 
passed away recently following a heart 
attack. 


CARL SMITH, owner of the Smith 
Grain store, Ludlow, Mass., passed 
away recently following a heart attack. 
The business has been taken over by 
Clayton Smith. 


ATTEND GAME 

A delegation of football fans from 
the Milwaukee Grain & Siock Exchange 
attended the game between the Chicago 
Bears and the All-Stars at Chicago, 
August 29. Among those who made 
the trip together by train were A. L. 
Flanagan, Kurt Kanow, A. E. Bush, 
Roy Campbell, Jim Hessburg, Charles 
Coughlin and Howard Mallon. 


POUNDS 


CORN 


CORN PRODUCTS 
GERERAL OFFICES -WEW YORK uss, 
QUARAMTERD 


43% Protein 
Guarante2d 


DIAMOND CorN 
GLUTEN MEAL 


has an important place in your stocks 
this Fall. 
are coming into production and good lay- 
ing mashes are in demand. Fall-hatched 
chicks will need a good starting mash. 
Turkeys need a ration to bring them up 
to a prime, market-topping finish in the 
next two months. 
GLUTEN MEAL is an efficient protein 
ingredient and proven source of vitamin 
A for these 3 types of rations. 


‘*Profitable Poultry Rations’’ 


At this time of year pullets 


DIAMOND CORN 


Write for our booklet: 


RATION SERVICE DEPT., 
Corn Products Sales Co., 17 Battery Pl., N. ¥. City 


other minerals. 


Carbonate. 


New Rochelle, WN. Y. 


THE POULTRY 
AND ANIMAL 
FEED MIXER 


Who uses PILOT 
BRAND Pulverized Oyster Shell, as 
the mineral in his feeds has a de- 
cided advantage over those using 


It is the purest form of Calcium 
May we quote you. 


OYSTER SHELL PRopDucTsS CORPORATION 
St. Louis, Mo. 


London, England 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


e 
Bran and Middlings 


= —Higher in Protein— 
E = & 
=. TENNANT & HOYT Co. 


4 
| 


LAKE CITY, MINN. 


USED 


BURLAP 


AND 


COTTON 


FOR. 


INDIVIDUALITY 
ALL_ BAGS VACUUM CLEANED 


BAGS 


TWINE 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS “MILWAUKEE, WIS. 


e HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 
ALL VITAMIN 


ULTRA-LIF CONCENTRATE 


for Feed Manufacturers 


Use Ultra-Life to mix a super feed with all 
six vitamins—A, B, C, D, E and G. Produces 
better results at less cost. Easy to mix. 


ULTRA-LIFE LABORATORIES 


101 S. 35th Street EAST ST. LOUIS, ILL. 
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Southern Feed Mixers 
Meet October 17, 18 


Round table discussions on current 
trade problems will be the feature of 
the 10th annual convention of the 
Southern Mixed Feed Manufacturers 
association which will be held at the 
Hotel Peabody, Memphis, October 17 
and 18. 

Among those who will be present at 
the meeting are H. L. McGeorge, Royal 
Stafolife Mills, Memphis, president of 
the American Feed Manufacturers asso- 
ciation, and Ralph M. Field, Chicago, 
executive vice president. There will be 
no prescheduled addresses. 

“This convention will be of unusual 
importance to the southern territory,” 
reports E. P. Mac Nicol, secretary of 
the southern manufacturers. “Much has 
transpired during the past 12 months, 
and there are many problems directly 
affecting the industry today that calt 
for cool, calm deliberation and the wise 
counsel that comes of experience and 
cooperative endeavor.” 

Included in the entertainment pro- 
gram is a golf tournament with a good 
supply of prizes for the winners. 


W. O. WALLACE, member of the 
firm of McCardle & Wallace, Terhune, 
Ind., died recently following a linger- 
ing illness. He disposed of his interests 
in the firm to his partner, John W 
ee. a few months previous to his 
death. 


KRAUSE OUTING 

Chas. A. Krause Milling Co., Mil- 
waukee, was host to more than 500 em- 
ployees at an outing held on the shores 
of Lake Michigan north of the city on 
August 17. Games, races and other 
forms of entertainment were the fea- 
tures of the day and the office and fac- 
tory workers competed for a loving cup 
presented by Charles A. Krause, Sr., in 
a hotly contested baseball game. 


FEED CENSUS 

Feeds worth $161,343,173 were manu- 
factured for animals and fowls by the 
commercial feed industry of the United 
States during 1933, according to figures 
compiled by the United States depart- 
ment of commerce and published in the 
“Census of Manufacturers”. This com- 
pares to a total value of $209,921,164 in 
1931 and $402,752,534 in 1929. Copies 
of the census booklet which also lists 
production of feeds by states may be 
obtained on request from the American 
Feed Manufacturers association, 53 
West Jackson boulevard, Chicago. 


FEED FOR FAIR 

State fairs may be the occasion for 
enjoyment for most folks, but for Joe 
Schafer, Joe Schafer & Sons, Spring- 
field, Ill., they are strictly a business 
proposition. He was selected this year 
by the Illinois fair management to fur- 
nish all feed for livestock and poultry 
and the Schafer establishment was an 
extremely busy place during the fair 
days. The company was established by 
Mr. Schafer 32 years ago and has grown 
consistently. Besides dealing in live- 
stock and poultry feeds the firm oper- 
ates a modern hatchery and has a block- 
long loading platform where a general 
wholesale and retail business in flour, 
feed and feed specialties is conducted. 
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Penny Postal Cards 
Boost Sales 


(Continued from Page Eighteen) 


licity a series of newspaper ads is used. 
These are small, one-column ads, prac- 
tically square. They tie up with the 
sidewalk sign, most of them opening 
with the headline, “Rue’s Ruester says,” 
followed by the text. 

The window displays of the store aiso 
account to some extent for new busi- 
ness. These are changed every week. 
With such a large variety of items in 
stock, it is possible to have an interest- 
ing window. The inclusion of pets in 
these displays is a constant and unfail- 
ing attraction. 

“While we use all these various 
methods of publicity at present,” says 
Mrs. Johnson, “if I could get the time 
to devote two hours a day exclusively 
to writing personal cards, we could very 
easily dispense with all other forms of 
printed publicity. I consider these cards 
to be far more effective than any other 
form of advertising we use.” 

Loves Her Work 


Mrs. Johnson is a middle-aged woman 
—one of those kind, motherly women 
who make middle age so delightful. She 
has a personal interest in every pet she 
has in the store, loves them and, in turn, 
is loved by them. The same thing is 
true of her interest in seeds, plants, and 
bulbs. It seems that everything she 
plants grows and develops under her 
fostering care. Many people going on 
vacations leave their pets with her to 
be boarded and cared for in their ab- 
sence. And almost invariably these pets 
look better and act better when returned 
to their owners than when taken in. 

The store has a frontage of 20 feet 
and a depth of 100 feet and is entirely 
devoted to the items handled. Every- 
thing is displayed as far as possible. A 
series of racks for packet flower seeds 
contains six rows of 36 each, or 216 
separate racks. Bulk garden seeds are 
kept in a series of 132 small drawers 
and 24 large ones. Show cases and 
counters are also used for display pur- 
poses. 

Mrs. Johnson started in business 12 
years ago by taking over a bankrupt 
stock. During the 12 years she has 
built up an enviable business in her 
lines. While she has some help in at- 
tending to the heavier duties of the 
place, she loves her business too much 
to entrust its operation to others and 
so personally attends to all details. She 
has an infinite fund of humor in her 
nature and faith in her own ability. 
These are what have enabled her to 
devise her unique informal message 
ideas and to carry them out successfully. 


INDIANA 


C. E. Whybrew & Son, Kewanna, 
have installed a feed mixer and corn 
sheller. 

Busenbark Grain Co., Waveland, has 
remodelled its elevator and feed plant 
C. Heslar is manager. 

Glenn and Bernard Bradley are now 
operating the Bridgeport elevator, In- 
dianapolis. 

Homer Hunsinger has enlarged his 
feed business and added a coal depart- 
ment. 

W. R. Shaw Co., Orestes, will re- 
build its elevator which was destroyed 
by fire, August 7 


GENERAL MILLING CORP. 


18 Letchworth St., BUFFALO, NEW YORK 


Feed Consignments Storage-In-Transit Warehousing 


Warehouse advantageously located for reshipment. 
Corn Distillers Grains and other feeds out of condi- 
tion expertly handled to reduce your loss. Write 
us for rates. 


OWNED BY 


SUNSET FEED & GRAIN CO. INC... . Buffalo, N. Y, 


All poultry rations should 
include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 
in all rations for calves, 
poultry and swine. Carried 
by principal feed mer- 
chants throughout eastern 


territory. 


Manufactured and Distributed By 


Dairymen’s League Co-operative Association, Inc. 
11 West 42nd Street — New York, N. Y. 


You can increase your flour sales 
4 by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
®@ Cherokee Pure Bran . 
® Cherokee Middlings 


WIRE US FOR PRICES 


Guaranteed 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED MIXER FOR SALE 


One ton capacity—floor level feed—has motor— 
latest style machine—used short time. Write 
CD-83, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER FOR SALE 
Cutter — grader — polisher — aspirator, oue ton 
per hr. A-1l condition, guaranteed. Write CM-83, 
c/o THE FEED BAG, Milwaukee, Wis. 


FRANK TRUCANO, manager, Eco- 
nomy Feed Service, Hammontown, N. 
J., was married August 7 to Miss Rena 
Vai, Vineland, N. J. The newlyweds 
spent their honeymoon on a motor trip 
through the West. 


FARMERS FEED Co. warehouse. 
Newark, N. J., was recently destroye” 
by fire with a loss estimated at $25,000. 


PHANEUF & SON, New Bedford. 


Mass., have installed a new feed mixer. 


JACOB WIHELA grist mill, Oulu, 
Wis., was recently destroyed by fire. 


HAMMER MILL FOR SALE 
Suitable for 20 to 40 HP. Used 6 months. 
Bargain for cash. Write MM-83, c/o THE 
FEED BAG, Milwaukee, Wis. 


ELEVATOR FOR SALE OR RENT 
Grain Elevator, Potato and Hay house on C. 
N. W. R. R. direct to Chicago and St. Paul. 
In good farming country. Address MRS. JULIA 
NIEBUHR, Fall Creek, Wis. 


UNIVERSAL BRAND 


== YEAST == 


Distributed by 
MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


Manufacturers and jobbers of a complete 
assortment of feeds and feed ingredients. 


HAMMER MILL SCREENS . 
Save money on all sizes to fit any make mill. 
We carry a iarge stock for prompt shipments. 
Mill Parts 


Dept. 20 Jest Bend, Wisconsin 
FEED MIXER FOR SALE 
Eureka. One-half ton capacity, with motor. 


Latest style machine, used short time. Write 
REEDSBURG SUPPLY CO., Reedsburg, Wis. 


SALESMAN WANTED 


Young, neat appearing, aggressive salesman 
for Southern Wisconsin and Northern Illinois. 
Prefer a graduate of an agricultural college or a 
man well acquainted with seed and feed dealers 
in the above area. »}ou must present a clean 
record; come well recommended and be fired with 
ambition and the desire to succeed. To the 
man who qualifies we can offer a_ substantial 
future with a growing, aggressive midwestern or- 
ganization. In your reply state age, experience 
and education. Write SK-91, c,o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


MOHAWK FEED CO. 


FEEDS—COD LIVER OIL 
Phone Marquette 6464 


Grain & Stock Exchange, Milwaukee 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND. WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


XCELSIOR MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


M.G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Grain & Stock Exchange Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bidg. Kansas City, Mo. 


HAY AND MiLL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


The Most fconomical 
Feeding Material on 
the Market. 


Phone for Delivered Prices 
GENEVA 2911 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


NEWsoM 


FEEDCO. 
Feedstuffs 


166 W. Jackson Blvd. Chicago 


Assures complete, economical vitamin 
tection and improved assimilation 
n your f Write for Particulars. 


DES MOINES, LOWA 


VVVVVVVY 


AAAAAAAAAAAA 
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BACK UP! 


Your truck at our wholesale 
warehouses for ton lots of... 


Meat Scraps, Millfeeds 
Buttermilk, Alfalfa Meal 
Cod Liver Oil 


ANYTHING AND EVERYTHING 
IN THE LINE OF FEEDS. 


FEED SUPPLIES, INC. 


3328 West Cameron Ave., North Milwaukee 
1637 South 83rd St., West Allis 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasuisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
PHonge 1 076 MILWAUKEE 
Broapway WISCONSIN 
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Purina Mills Announces 
New Concentrate 


Purina Mills, St. Louis, Mo., an- 
nounces that henceforth a new concen- 
trated vitamin A ingredient, called Pur- 
A-Tene, will be included in all of its 
starting, growing and laying rations. 

“With this new ingredient,” says C. 
S. Johnson, manager of the company’s 
poultry department, “Purina poultry 
mashes have been enriched two and one- 
half times in vitamin A content.” 

The ingredient, controlled exclusively 
by Purina Mills, is intended to furnish 
an inexpensive source of anti-infective 
vitamin. 

“Poultrymen,’ Mr. Johnson explains, 
“have made an effort to improve year 
‘round egg production by trying to sup- 
ply vitamin A rich feeds during the 
fall and winter season when vitamin 
A rich products were scarce. The de- 
velopment of Pur-A-Tene enables us to 
amply care for the vitamin A require- 
ments economically and effectively, to 
a degree never before possible.” 

Full particulars on the new ingredient 
will be gladly supplied by the company 
on request. 


JERSEY FEEDS EXEMPT 

Commercial feeds which are assessed 
8 cents per ton under the New Jersey 
inspection and licensing tax are exempt 
from the 2 per cent sales tax which re- 
cently went into effect on the state. 
Feed men feel that this arrangement is 
just, since the products are already sub- 
jected to a licensing and inspection fee 
and the addition of a sales levy would 
constitute double taxation. 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


Spring Wheat Flours 
Rye Flours 


Commercial and Mill Feeds 


lOO LBS.NET 


Pocos\alley, 


EG Pecos Valley Alfalfa Mill Gi 
Hagerman,N.M. 
TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Yeur inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


ay 100 POUNDS NET WEIGHT < 


TRACE MARK 


Old Process 


LINSEED MEAL 


GUARANTEED ANALYSIS 
PROTEIN32% FAT 414% FIBRE 9% 


CARBOHYDRATES 43% 
(NITROGEN FREE EXTRACT 34% FIBRE 


£ SONS 
SPENCER KELLOGG ‘ic. 
CHICAGO, ALL. 2 


NORTHWESTERN SALES OFFICE 


36 NEW CHAMBER OF COMMERCE. 
MINNEAPOLIS, MINN. 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 


Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 


THE FEED BAG—SEPTEMBER, 1935 


Page Twenty-five 


| ¢ 
S 
3 
S 
Ry POULTRY = 
size 
KS 
aN 
= 
; 
| 
4 
S 


RIEBS VIEW 


Vol. 3, No. 9. 


September, 1935 Milwaukee, Wis. 


Simple Arithmetic 


Your Barley Shipments+ 
Riebs Expert Marketing 
Service =Satisfaction and 
Top Prices. 


Ship Your Barley to RIEBS 


Better Built Bags— 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals 
use the new No. 13 


Sacking Scale ( 


Semi-automatic in action, with 
motor-driven feed agitator to 
handle all soft and non-free- 


flowing materials. : 


Capacity range of No. 12 and 
No. 13 Models;— 25 to 160 Ibs. 


No. 12 Model—for handling 
whole and scratch grains and 
all free-flowing stocks. 


Write today for illustrated cata- 
log, details and prices. 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


“« * * * thank you for your courtesy 
and patience as well as your coop- 
eration in working out for us a de- 
sign which so completely fits the 
desires of our sales and advertising 
heads. This bag is a knockout. 


We also must mention and con- 
gratulate you on the unmistakable 
ability of the man who did the de- 
signing and developing of this brand. 
We appreciate sincerely the work 
done as well as the courteous manner 
in which it was performed.”’ 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


HOWES Inc. 


Silver Creek, N. Y. 


Get More Business 


USE POST-CARD ADS! 


You can now illustrate, 
print and address the 
cards yourself—dall on a 
simple, inexpensive 
little machine called 


the 
Elliott Cardvertiser /\ 


“Business 
Men Wise 
Cardvertise”’ 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds — 
retailers, wholesalers, manufacturers——are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving. too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business Saupe in and we'll include samples 
ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept., THE ELLIOTT CO. 
125 Albany St. - - Cambridge, Mass. 
Milwaukee Office: 5066 Plankinton Bidg. (Marquette 4523) 
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Four years ago, we 
EMPHASIZED the 
importance of adding 
more vitamin A to vour 
poultry rations through 
CLO-TRATE. 


WE 
REPEAT 
IT NOW 


You should know more 
about CLO-TRATE. 
Write for a copy of this 
new booklet... today. 


CHICAGO 


STEP UP YOUR FEEDS 


TRUE” 


HEALTH PRODUCTS CORPORATION 


Today feed manu- 
facturers want a dependable, . 
triedand true, effective source of vita- 
min A that is economical also. CLO-TRATE 
is that source. 


CLO-TRATE supplies “true” vitamin A for your feeds 
—not pro-vitamin A, such as carotene, which must be 
converted into “true” vitamin A in the body of = rhereason CLO-TRATE 


° is so rich in vitamin 
the bird. A is that it is made 


But that is not all. CLO-TRATE also supplies allthe cess (U.S. Parent 1984. 
vitamin D needed. It is concentrated in both vitae $8) 7pich gives COM- 
mins. CLO-TRATE your feeds and step up your = tamins A and D from 


feeds in both vitamins A and D. — 


NEWARK, N. J. SAN FRANCISCO 
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Quality and Uniformity 
Always Assured in 


FLOUR 


HE quality of wheat governs the quality of flour. And to 
satisfy regular users, flour must be strictly uniform 
quality. 


King Midas flour is always uniformly high in quality because, in ad- 
dition to our modern mills and laboratories, King Midas has unusual 
facilities to assure an adequate supply of choice wheat. 


Scattered throughout the best wheat producing sections of the North- 
west, our hundreds of country elevators enable us to secure just the 
type of wheat necessary to produce King Midas flour. Then at Min- 
neapolis we have storage facilities for millions of bushels of wheat 
and a one and one-half million bushel elevator adjoins our mill at 


Hastings. A uniform wheat mixture is therefore maintained at all 
times. 


That’s why King Midas quality always pleases the consumer while 
King Midas policy protects the dealer. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINN. 
Over 1,000,000 Barrels Yearly Production 


} 


